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NOW...W. G. BEST HOMES CO. 


—EEE7~ 


offers dealers a startling 
new way to sell homes! 





oy 105 BEST antroduces 


x “homes and 
ie -freesighe BES T 


¢ “Best is handing dealers a head-start in the 


mgr competitive 1956 home sales race! The 

rs ie new Best ‘“‘Freestyle’’ Homes give buyers 

the irresistible advantage of “designing” 

their own homes—using the ingenious new Best “Silent 
Architect”. Yet the more than 5600 possible home designs 
are a series of brilliant variations of amazingly few 

basic plans of accepted utility and step-saving traffic patterns 
As a builder you effect economies and speed by using 

a minimum of plans—yet your customer can have his own 
“individual home” from more than 5600 possible designs 
Best is first in the industry with this revolutionary 
concept. You be first in your area to sweep in new sales 
and added profits with it! Act fast—send 

the coupon below today! 





W. G. Best Homes Co. “T 
Effingham, Ill 


I've got to know more about this ‘Silent Architect’ and the 
Best ‘‘Freestyle’’ Homes for 1956! Rush complete dealership infor- 
mation right away, at no cost or obligation to me 


Name 
Firm 
Address 
City 


saaainanaiein 
a, BEST COMMUNITIES OF TOMORROW ARE BUILT WITH BEST TODAY! 























A Realtor's Greatest Asset Is His 


Reputation for Integrity and Judgment 





Besides being president and treasurer of 
his own real estate company, Realtor 
Henry V. Koonts contributes much of his 
time to NAREB activity and civic work 
in High Point, N.C. He has served as 
president of the North Carolina Associa 
tion of Real Estate Boards and the 
Greensboro and High Point Real Estate 
Boards, regional vice president of 
NAREB, and was a three-year member of 
the executive council of the Realtors 
Washington Committee. A graduate of 
the University of North Carolina, Mr. 
Koonts also is a director of the Piedmont 
Savings and Loan Association, chairman 
of his local selective service board, an 
elder in the Presbyterian Church, and a 
Mason. His company specializes in brok- 


erage, property management, appraising. 
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REALTOR we know sold his business a few weeks ago for 
LA $50,000. The price didn’t include the building in which his office 
was located, but it did include a few typewriters and an assortment 
of desks, chairs, and filing cabinets, all of which were worth no more 
than $5,000 by any stretch of the imagination 

So what was included in the extra $45,000? Only one thing: the 
new owners are permitted to carry the former Realtor’s name. Over 
the years this retiring Realtor had built a reputation for fair dealing 
and wise, friendly counsel. His name has come to connote what is 
best in real estate practice. 

A reputation for integrity and judgment is a Realtor’s greatest 
asset. It is the cornerstone on which his business is being continuously 
built. But reputation is not built with one sweeping decision or action 
It is made up of hundreds of important, little se isions, remarks, and 
actions. Each one of these is a seed, growing into a grapevine of talk 
in the community. Reputation is activated by the key, influential 
people of a community who form this grapevine 

Outstanding Realtors the nation over agree wholeheartedly with this 
principle. It is this same principle upon which is built a new program, 
called Ownersuip. The Ownersuip program is a way in which 
one leading Realtor in a community can render a service to the opin 
ion-making persons of his community. It is a way in which he can 
impress upon their minds his business ideals, integrity and judgment 
thus cultivating their goodwill and enhancing his reputation 


An Enthusiastic User of [‘eonership Is Henry V. Koonts 


Realtor Henry V. Koonts of High Point, North Carolina, says: “We 
have renewed our third year’s contract with Narionau Rear Esrats 
AND BurLpinGc JourNaL for the exclusive rights to send Ownensuip 
Magazine to a select clientele in our community 

“Ownersuip has been the best medium we have ever found to 
build goodwill. We continuously receive expressions of appreciation 
from our friends and customers who receive the publication. A large 
number have written us asking to be continued on the mailing list 


Typical of the leading Realtors who have been awarded OwN¥EKsHIP 
are: Charles Shattuck, Los Angeles; Farr, Chinnock & Sampson 
Chicago; Horace S. Ely Company, New York City; G. f Reed Com 
pany, Painesville, Ohio; Stanley Mathis, Roswell, New Mexico; Fred 
C. Tucker Company, Indianapolis; The Towle Company, Minneapo 
lis; Jack Higginbotham, Fort Lauderdale, Florida; Burns Realty & 
Trust Company, Denver; D. A. Duryee, Everett, Washington. (Part 
of a series 
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. at long last, and pre-assembled, too! With all the grace and spaciousness 
that yesterday was only a dream, Scholz California Contemporary 
designs are far and beyond even the most daring predictions 
for this type of construction. 

The accompanying illustrations typify one of the many Scholz 
models especially adapted to hillside environment. The living room, 
dining area, rear terrace elevation, and the front elevation all index 
the distinctiveness of Scholz designs, 


Bonafide Builders: Wire or call collect for complete information 
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- AMONG OURSELVES “ 

Subscription prices: $5 a year, $Y n“ 
two years, $12 three years in the 
United States. In Canada, $6 a year ~ 
In all other countries, $7.50 a year Lom 
Single copies 60 cents; back issues vo PRE Vv 1 E Ww s °o F Cc @) MIN G I s s U E Ss 
$1 except Roster issue. Member — 

- of ¢€ on and — 
Audit Bureeu of Cizculations o More information on the always pressing industrial site problem is 
Associated Business Publicatio: . ; 
NATIONAL REAL ESTATE AND ae coming up... a distinguished panel of shopping center and commercial 
BUILDING JOURNAL ts entered os = property experts discusses various ways of getting tenants for your 
second class matter, August, 1942 ‘ , 
at the post office, Cedar Rapids a shopping centers... . some practical ideas on sales meetings, with a 
lowa, under the Act of Congress - . 

° reminder that the meetings are for the salesmen us » fie 

March 3, 1879. Copyright 1955, by re) minder the L ig fo es sme plus more field 
Stamats Publishing Company > reports on selling for builders 
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. lexture One-Eleven is dependable 
Ww DFPA industry quality grade-trade 
i marked Exterior fir plywood (EXT 
DF PA"), made with waterproof glue 
. ; Specify it by name because only Tex 
ture One-Eleven gives you all these 
‘ { features 
- . 
@ Shiplap edges neatly conceal 
vertical joints 
" Deep, clean-cut grooves, interesting 
( surjace texture 8 panel thickness 
’ permuts full 44" -deep grooves 
1 backed by %%"-thick panel 
, | Grooves either 2” or 4" o.c. Pane! 
: avatlable in several stock sizes 
‘ @ EXT-DFPA® on panel means 
— . waterproof glue 
For full color idea folder and other 
i data, write Douglas Fir Plywood 
Association, Tacoma 2, Washington 
> 
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accent with 


Texture One-Eleven 


EXTERIOR FIR PLYWOOD + EXT-DFPA 





adds visible value to any home... 
equally effective outside or in 


rapes 
snd PA 
wes niles . 
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Introduced only last year, Texture One-Eleven 

has already stirred the imagination of countless 
architects and builders. Here are a few of the ways 
it’s being used —for accent or feature... outdoors 


orin... for residential or commercial buildings. 













pe 

a i 
if a - o> e\- . 
ACCENT flat plywood, mesonry and other ACCENT your homes with Texture One- ACCENT carport walls, add extra bracing 
materials with Texture One-Eleven. Fits Eleven patio fences and outdoor storage strength with Texture One-Eleven. Panels 
new panelized exterior treatments. units. Adds sales appeal at little extra cost weather well, made with waterproof glue 





ACCENT residential or commercicl interiors ACCENT lines created by bold grooves add ACCENT on savings. Builders report panels 


with Texture One-Eleven. Deep parallel high style to strength, durability and econ- slash application time and labor costs. Can 
grooves create striking shadowline pattern omy of Exterior fir plywood. be applied without sheathing 


See your lumber dealer. He stocks Texture One-Eleven or can get it for you. 


the Mortgage Bankers at their convention in 
los Angeles that as far as credit restraints are 
concerned, “The hands that tightened the rein 
will not hesitate to loosen it when and as con 
He also said he favors 
within sonable 
limits, describing himself ‘as one who believes 
that mortgage warehousing within balanced 
limits is a desirable and necessary credit instru 
ment. 


ditions so recommend 


mortgage warehousing, rea 


At the same convention, 1955 MBA president 


Wallace Moir said 


“How hard mortgage credit 


will become is not quite clear, for there appears 


to be a reluctance on the part of the government, 
and properly so, to curb construction, When 
mortgage money actually becomes hard, it may 
be a signal to take off the brakes Moir 
raised another point that bears repeating here 

If we want to do something for the veteran 
and the home buyer, and best of all for the com 
munity, why not require that there be not more 
than two home sites per acre?” 


Chamber of Commerce iooks for 1956 to be 
a good year, with residential starts not missing 
the 1.4 million of this year by more than 100, 
000. Construction as a whole is predic ted to 
top this year’s all-time record, the Chamber 
says. On credit, the Chamber has this to say 
“Short-term funds aside, the normally expand 
ing rate of increase in the assets of life insur 
ance companies, savings and loans associations, 
mutual savings banks and other sources of 
investment funds that, for the year 
1956 as a whole, builders will have a substan 
tially greater volume of financing than during 
1955.” 


assures 


The Veterans Administration received 62,685 Gli 


home loan applications for guaranty during 
October, the second highest monthly total since 
the current housing surge began. The October 
total was 14% above September. The number of 
proposed homes for which the VA received ap 
praisal requests from builders, however, drop 
ped to 41,795, 7% under the September total 
Appraisal requests for existing homes received 
during October showed a 1% 
September 


increase over 


“Vacant housing that was available for rent or 


sale amounted to 2.3% of all dwelling units in 


the United States during the second quarter of 
1955. The rate was 1.6% at the time of the pre 
vious survey in April, 1950, when a housing 
shortage existed in many areas and selection 
was limited Construction Revieu 


An important legal victory for Realtors was the 


Michigan court decision that real estate men 
may fill in and complete standard real estate 
forms “provided, however, that such are ap 
propriate and incident to transactions in which 
defendants act as licensed brokers. . ..’ Property 
descriptions, terms of contracts, standard pur 
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Administrator Albert M. Cole of the HHFA told 


land contracts, lease 


and other 


and sale forms. 
options, mortgages 

of a similar nature,” were included 
men may not “receive extra 


for filling in or completing these forms 


chase 
instrument 
heal estate 


compensation 


National Association of Home Builders will have 


Jan 
Keb 
Mar 
Apr 
May 


July 
Aug 
Sept 
Oct 
Novy 
Dex 


its annual convention in Chicago, January 22 
26. Numerous program features will be devoted 
to the problems of small volume builders, cover 
ing such topics as merchandising. FHA and VA 
construction requirements. manage 
ment, financing and cooperative land purchas 
ing. General sessions will cover mortgage finan 
ing, community facilities, land development, the 
economic outlook, selling and merchandising 
Some 450 manufacturers 
tions have taken display space in the show, at 
three exposition centers. NAHB members should 
register through local chapters; mon-NAHDB 
members should write direct to Convention 
Headquarters, NAHB, 111 West Jackson Blvd 
Chicago 4, Illinois. Requests for hotel reserva 
tions must be accompanied by an advance regi: 
tration fee of $15 ($10 for women). Name. ad 
business affiliation and date of 
should be furnished. Attendance is open to any 
one connected with the home building field 


business 


and ervice orgariz 


dress, arrival 


HOUSING STARTS — PUBLIC AND PRIVATE 
Underlined figures indicate record for that period 
1950 1951 1952 1954 
85.9 
80.6 
93.8 


1953 1955 
78.7 
82.9 
117.4 
143.4 96.2 
149.1 101.0 
144.4 132.5 
144.4 90.5 
141.9 89.1 
120.6 96.4 
102.5 
87.3 
93.6 


64.9 66.4 RRO 


vat 75.2 90.0 
103.9 i 95.2 
106.2 107.7 
109.6 108.5 
103.5 116.5 
102.6 116.0 
99.1 114.4 
115.7 
110.7 
104.6 


114.8 
142.0 
137.6 
134.5 
122.6 
124.0 
113.0 
107.0 


100.8 
90.0 101.1 
74.5 86.1 


60.8 71.5 90.6 


Year ly 


Totals 


1,396 1,091 1,127 1,103 1,220 


First 10 


Months 


Seasonally 


9659 
private 


215 955 


adjusted annual rate 


956 1,026 1,161 


only first 10 month 


of 1955 


424,000 
.381,000 
407 000 
April 419,000 
May 306,000 
June $20,000 
July 202.000 
August 304,000 
September 230,000 
October 242,000 


January 
February 


March 


Nonfarm housing starts declined to 107,000 units in October, an 


expected decrease of 5% 
justed rate is 1,242,000, roughly t 
ten-month total of 


The seasonally ad 
ve same as September. The 
1,161,000 is second only to the record total 


from oo 


of 1,215,000 for the same period in the record year 1950. The 
ten-month total for 1954 was 1,026,200. Thus, production for 
the first ten months of this year is 135,100 starts (139%) greater 
than for the same period last year 
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semble by Hetpeint gives yeu « 
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Hotpoint Custemline 
Super Oven 


<tonlic kitchens 


Hotpoint Customline 


to put extra “Buy Appeal” in his Cooking Top Ensemble 
Flint, Michigan, Westgate Park Homes! — 


When Gerholz Community Homes, Inc. decided to develop their Westgate Park 
community of 800 homes in Flint, Michigan, they enlisted the help of architect 
William K. Davis 
Davis’ drawing board solution: Design each house from inside-out. Give the 
customer, not what he thinks he can buy, but what he dreams of owning! 
The new 3-bedroom contemporary-styled homes now offered by Gerholz prove 
the value of this solution. They feature sales-winning, all-electric show-place kitchens 
equipped with the new Horpoint Customline built-in appliances. And Gerholz’s 
desire to incorporate into general specifications as many luxury features as possible Hotpoint Customline 
and still keep the price within reach of the average new home buyer, is being re Refrigerator-Freerer 
warded in heavy buyer demand! 
The fact that you can now offer families of modest incomes the luxury and con 
venience of Hotpoint Customline built-in kitchens slus the widest choice of 
installation designs gives you today’s most outstanding sales advantage! Be 
cause these kitchens are built in they can be covered by FHA mortgages and 
included in regular monthly home payments! 
Remember, the Hotpoint name on appliances in homes you build is the sign 
that gives credence to your desire to offer the best. Join the builders who stand 
out above and beyond the rest whose homes sell faster whose reputations Hotpoint Customline 
for quality are the finest because they offer the finest—Horpoint All-Electric Dishwasher 
Customline Built-In Kitchens and Home Laundries 


We selected 

Hotpoint Cus 
tomline Appli 
ances for our ™ 4 : j 
1955 Pacemaker i ‘ 
Homes because | : Hotpoint Dispesall ’ 
they best ex : 
pressed the Ad 
vanced Design 
For Living in 
Westgate Park, - f =} - 
our new 800 . 
home commun 
ity 


R. P. Gerholz 


— to 4 


’ P Hotpoint Super 
Holder of the ae ~ De Luxe Lewndeet 
most coveted - 
NAHB awards, 
Robert P. Ger 
holzhas gained ’ ‘ 
a national rep Heve your Hotpoint Dis- 
utanon for out et tributer shew yeu hew 
standing qual 7 leading builders are using 
ity, excellence , Hotpoint Custemline Built 
of design, and : in Appliences te mete 
lasting value their homes the mesimod 
in his homes orn in thelr oreo 


Wf, Hotpoint ..Qur Golden Fnnivensany ‘ Jour Golden ¢ ppoituniliy! 


zy LY RANGES + REFRIGERATORS ~ DISHWASHERS + DISPOSALLS® ~ WATER WEATERS 
#5- FOOD FREEZERS + AUTOMATIC WASHERS ~- CLOTHES DRYERS ~ AIR CONDITIONERS 











HOTPOINT CO. (A Division of General Electric Company) 5600 West Tayler Street, Chicage 44, Iilinois 
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Guide To NEW PRODUCTS & ADVERTISERS 


Use the Handy Inquiry Form below for more infor- 
mation on new materials and advertised products. 











How to use this Guide: The number to the left of a manufacturer’s name is dupli- 
cated on the Inquiry Form. Mark the numbers on the Form about which you want 


more information at no cost or obligation. Cut out Inquiry Form and mail today. 





NEW PRODUCTS 12-19 Lawn Scape Corp. of America 11 
12-1 Schlage Lock Company 12-20 W. H. McKay +5 
New Idea for Door Decoration 12-21 New York Legal Exc hange. Inc 16 
12-2 Carner Corporation 12-22 Reynolds Metals Co 16 
New Carrier Weathermaker 12-23 Scholz Homes. Inc 1 
12-3 Frigidaire 12-24 Thyer Manufacturing Corporation +8 
New Frigidaire Kitchen (back cover 
12-25 Woodall Industries. In¢ tl 
12-4 Stonhard Company 
Stonhard Form Coating 
= ' . s 
12-5 Norge Cottages Journal Handy Inquiry Form 
Norge Cottages New York 
ee a ee Ce ee | 
| 
12-6 Urban Land Institute 1 Products Editor ) 
Urban Land Publications | i 
| NATIONAL Rear Estate AND BuILDING JOURNAL | 
12-7. Lawrence Brothers, In | #27 Sixth Avenue S.E., Cedar Rapids, Iowa | 
New Steel Pocket Frame ! 
” - ocket Fram ‘ I want to know more about the items checked 
| below. Please see that complete information is, 
; sent to me without cost or obligation 
ADVERTISERS | | 
| 
_ 12-1 12- 7 12-15 12-19 
12-8 Allen Industries 15 ! 
| 12.2 12-8 21-14 12-20 
12-9 W. G. Best Homes Company o | { 
| 12-3 12- 9 12-15 12-21 ' 
_ | 
12-10 A.C.T.LO.N 17 1 124 12-10 12-16 12-22 | 
| 
12-11 Douglas Fir Plywood Association 6, 42 ! 12-5 12-11 12-17 12-25 | 
| 
l » » ” ‘ ‘ 
12-12 Dwyer Products Corporation 14 | 124 12-12 12-18 12-24 | 
‘ 
| 12-95 i 
12-13 Franklin Thrift Homes 13 ; | 
| 
| 
12-14 Hotpoint, Ine 9 1 = ne ; 
; Name litle 
12-15 Inland Homes 20 | | 
; Firm | 
| 
12-16 International Nickel Co:, Inx 19 | 
| Street | 
12-17 Marvin Kratter 4 «| 
! City Zone State 
12-18 Lincoln Press ee ee \ 
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Now... Make *10,000 to £20,000 Extra 
With This Simple, Logical “Sideline” 


Provide Complete Lawn Care for Homes in Your Area with can handle — at a profit to YOU of $20 
AMAZING NEW LAWN MACHINE THAT DOES WORK OF 10 MEN PF customer! Youll find i especially 
A New Business That Fits Right in with Your Present Activity, ceny 0» oil Gre phages 62 wnem you Tam 
Even Uses Your Present Personnel During Slack Hours or Days 







sold a home. They know and trust you 





and feel especially keenly the need for 





professional lawn care 
ERE’S the opportunity you've been lawn, but who simply haven't got the y 
One Man Can Service 600 Lawns 











looking for a logical way to ex equipment, the time, the patience, or the 
pand and diversify your business with a know-how” to get professional results With the LAWN-SCAPER, just ONI 
minimum investment of your time and and who feel they can't afford to hire a of your men can care for 600 average-size 
money. This new business operation will professional gardener. And many other lawns a year with results that will have 
make good use of your present overhead millions are unwilling “slaves” to their home owners for miles around gasping 
and home owner contacts won't require beautiful lawns, and long for more free with admiration. Covering an acre an 
any additional space and will take up dom and relaxation in their leisure time hour, the LAWN-SCAPER automatically 
the slack during slow hours or days. And Now you can “cash in” on the waiting mows mulches acrates fertilizes 
it can add $10,000 to $20,000 to your pres market by offering home owners like these re-seeds rolls and controls weeds 
ent annual net or even more, depending COMPLETE LAWN SERVICE FOR NO crabgrass, mosquitoes, grubs, and insects 
on how many cx¢ lusive territories you MORI THAN THI y MIGHT OTHI kK ALI AT rH S AMI TIME! It can 
want to reserve WISE PAY FOR LAWN SUPPLIES maintain a velvety green “golf course 
The Miracle of “LAWN-SCAPING” ALONE. A $234.96 “Front Lawn Special, lawn” with only five service calls per 
The revolutionary new scientific devel your full price for all-season care (5 ser year. No gardening experience necessary 





ice calls) of an average front lawn, will Everything has been carefully worked out 





opment which makes this possible is a 





bring you more eager customers than you FOR you 





new all-in-one miracle machine called the 




































































LAWN-SCAPER. It does for lawns what 
the invention of the combine did for FERTILIZES. 
harvesting grain. In a single operation RE-SEEDS. Another drum is filled 
oO f } ‘ with uny free-flowing 
and with a single unskilled driver, it does me GS macame 6 pellets of instantly KILLS WEEDS, 
drums can carey soluble fertilizer CRABGRASS. 
all the important lawn jobs that previ ‘ enough seed to re-seed ' 
66.060 eauare feet of Spreading mechanism Drums also dispense 
ously required a number of different ma 0S athe assures uniform dis latest weed and crab 
4 : tributior wrasse killer All 4 
chines or tools i drums : flow at 
Think what this means! As you know, once 
, 
there are literally millions of home own 











ers who yearn for a beautiful “golf green 





CONTROLS Gruss, 


MOSQUITOES, 
V/ INSECTS. 
FULLY PATENTED . or . Latest insecticides 
mixed it with ferti 


no other ma ‘ ’ liver, assure beautiful 
chine in America " " 
like it 




























lawn no more mos 
quito bites 

















ROLLS 
Back roller levels 


turt, mashes chem 




















MULCHES. 
Any larger particles of grass 
and leaves ate re-cut mto fine 
mixture. Makes valuable plant 
food 


mMOoWS. 
Fan-like suction of 
whirling blades, 
shielded from driver, 
lifts low-lying grasses 
for cutting 


cal pellets into clom 















comact with mom 
AERATES. earth and grass 
Spiked roller aerates with 
out lifting turf Can be 
raised of lowered as cde 
sired 















































RUSH COUPON FOR FULL DETAILS a Re Rg. PO 

{| LAWN-SCAPE CORP. OF AMERICA, Dept. 34 y 

; 4| Suite 2300, 11 West 42nd $t., New York 36, N. Y ‘ 
This is the kind of opportunity that coupon now for full details or to 4 RUSH me complete details on your new LAWN-SCAPER | 
occurs only once or twice in a dex get the information even faster, wire gq Pian 6 
ade. Profits from first year of op ; Name A 
eration can pay entire cost of ma Joseph Coopersmith, President y E 
chines and supplies many times Dept. 34, LAWN-SCAPE CORPORA- , Address ‘ 
over. Exclusive territories are be TION OF AMERICA, Suite 2300, 11 y City 5 , 
ing “snapped up rapidly So rush West 42nd St., New York 36, N.Y. TT RE LEEEARTELIL LTT ee 
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New Idea for Door Decoration 02-1 


A new concept in lock background design for en 
trance and interior doors has been announced by the 
Schlage Lock Company with the introduction of thei 
Manhattan and Continental style escutcheons. De 
signed with an open back, the new Schlage escutch 
cons allow greater variety and interest in the decora 
tive treatment of doors through the use of a variety 
of background colors, materials and textures. In 
teresting interior and exterior door decor can now 
be accomplished with lock backgrounds of wall paper 
grass cloth, pigskin, patterned metal or paint. An 
other feature is that it permits changing lock back 
grounds, thereby maintaining door decor in harmony 
with the latest trends in decoration 





New Carrier Weathermaker —_ 

Carrier's new Self-Contained Weathermaker is 
the industry's first packaged unit designed expressly 
for low-cost central duct system air conditioning of 
stores, offices and other commercial establishments 
Here, built into the wall; the Weathermaker’s exclu 
sive solid front panel presents no return air grille o1 
openings to mar its beauty. The manufacturer say 
that besides healthful cooling and positive dehumidify 
ing, which can be regulated by a new Humitrol, 
Carrier’s newest Weathermaker also provides year 
round air circulation 


























Carrier 


New Frigidaire Kitchen 12-3 


Announcement has been made by Frigidaire of 
their manufacture of entire kitchens as integrated 
units. A full complement of work-saving electric ap 
pliances are incorporated in the kitchen, including 
waist-high refrigerator, drawer type food freezer, re 
cessed fold-back range units with eye level controls. 
French door wall oven with smoke and fume re 
mover, automatic dishwasher, food waste disposer. 
self-rinsing sink and an intercom system. Lighting 
for the kitchen and cabinet interiors is concealed in 
a soffit above the wall cabinets. Countertop work 
area heights have been determined to suit the home 
maker's task. Base and wall cabinets are carefully 
integrated into the kitchen arrangement to provide 
plenty of convenient storage space 


> 
Stonhard Form Coating 12-4 
Stonhard Form Coating has been scientifically de 
veloped to improve concrete form work. It is eco 
nomical, easy to use and makes concrete forms last 









Frigidaire 
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longer. Moderately priced, Stonhard Form Coating 
meets the demand for a coating which is not all soak 
ed up by wood forms, or drained away on metal forms 
\ predetermined portion penetrates wood forms, act 

ing as a preservative and the major part remains on 
the surface to produce a tough, protective film. Ac 

cording to the Stonhard Company, fewer applications 
are required, forms are easier to clean, and the elimi 
nation of sticking reduces final concrete finishing costs 
On metal forms it produces a hard, dry film that acts 
as a rust preventive 


defines areas where applied. Re-coatings are not 
necessary until previous applications can no longer 
be seen 


Norge Cottages — New York 


Log cabin type of construction is typical of pre 
fabrication of vacation cottages. The Norge Kingston 
model shown here uses such construction. The planks 
are stacked up like logs providing both a finished 
exterior and interior surface. The living room shown 
shows the resulting effect. Package price of the 


Kingston without breezeway and garage is approxi 
mately $3,375 








12-6 


Urban Land Publications 


The Journat has reviewed numerous publications 
of the Urban Land Institute over the past years, and 
many of them are still available. Collectively they 
present an invaluable source of information about 
real estate in general, and some of them are of such 
high quality that they have become definitive works 
on their particular subjects. Urban Land’ has publish- 
ed two books: The Community Builders Handbook, 
now in its fourth edition, and an excellent source of 
ideas and information for the developer, with con 
siderable material devoted to shopping centers; and 
The City Fights Back, by Hal Burton, an extremely 


(Please turn to page 16) 
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Being brown in color it clearly | 


easier to SELL 
more PROFITS 
bigger VOLUME 
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Limited No. of 
PROTECTED 
TERRITORIES 


for QUALIFIED DEALERS 


New, protected territories are being made available by 
Franklin Thrift Homes to meet the growing demand for 
more and better housing. Government figures estimate the 
need for 40% to 50% more homes by 1965 and an increas 
ing share of this demand will be for homes of pre-assem 
bled construction. Here is a ground-floor opportunity you 
cannot afford to overlook a chance to become a bona 
fide dealer for Franklin Thrift Homes 

Attractive, new contemporary homes designed for gra 
cious living. Homes with the sales appeal that 
generous profits at prices to fit every budget. Homes you 
can sell as a complete package with no inventory or esti 
mating problems. Investigate this opportunity to sell the 
kind of high quality that builds a profitable, 


insures 


assured future 


Send For FREE Profit Plan 


Gentlemen: 


Please send details on dealerships available for Franklin 
Thrift Homes in this area. If accepted, I am to receive 
special assistance on local promotion. I also enclose 25 
cents for an advance copy of your catalogue of 48 homes 
with floor plans 





NAME 
ADDRESS 
Ciry STATE 
FRANKLIN THRIFT HOMES, Inc. 
Dept. NR Box 631 
State College, Penna. 
December, 1955 13 











The Law Says! 


By GEORGE F. ANDERSON 


— owner of a vacant corne: 


entered into a contract to sell] 
it. Before the contract was signed 
he represented that it was not sub 
ject to any restrictions. The print 
ed form of contract provided that 
it was subject to “(7) building or 
liquor restrictions, of record, if 
any.’ The title turned out to have 
a restriction against commercial 
buildings, and that’s just what the 
buyer wanted to build on the lot 
Now, the buyer wants to get out 
of the contract 

I think he can do so whether the 
misrepresentation was wilful or 
innocent. The provision in the 
printed form of contract does not 
prevent it from operating. If the 
restriction had been set out in full 
the buyer couldn't say he didn’t 
know that the property was re 
stricted and that he was misled by 
the misrepresentation. Not reading 
the contract would not be an ex 
cuse unless the misrepresentation 
was wilful. One who makes a wil 
ful misrepresentation cannot 
shield himself under the cloak that 
the other party was negligent 


Wut N a Statute requires a ce! 
tain thing, a lawyer should 
not reason about it, but he should 
follow the Statute literally. even if 
it seems in the particular situation 
a vain and useless act 

The Statute on Adoptions re 
quires the spouse of the petitioner 
to join in the petition. In the case 
of Watts vs. Dull, 184 Ill. 86. the 


husband of the petitioner was in 


ay ‘a ae The new and Reasel ul DUN BIB Ow sane and the wife was his con 
f meee the tates ont D servator. Her lawyer reasoned the 
blade of einai tuautines matter out. He said to himself. 
“You can’t have an insane man 


join in a petition. That would be 
a vain and useless act, which the 
law never requires.” So he went 
ahead with his petition, alleging 
that the husband was insane and 
that she was his conservator and 
got her decree 

When the adopted child grew 
up, acquired real estate, then 
died, his collateral heir filed a pan 
tition suit and this projected the 
validity of the adoption. It always 







































Addie 
does. The heirs of an adopted child 
are always willing to let someone 
Town adopt the child and educate him. 


and start him on the way to 


DWYER PRODUCTS CORPORATION 
wealth, but when he dies and there 


Dept Kit5, Michigan City, Indiana 
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is a dollar in sight for them they 
become greedy and avaricious and 
are anxious to take advantage of 
any technicality 

The court said 

“The petition alleges that Eph 
rain Jarvis was insane, and that 
the petitioner, Catherine Jarvis, 
his wife, was his conservator. It 
was undoubtedly true, that, as an 
insane person Ephrain Jarvis was 
incapable of joining in the petition 
with his wife; but the statute does 
not make the insanity of either 
husband or wife an exception to 
the requirement, that such hus 
band or wife must join in the pe 
tition. It is not for the courts to 
make the law. The making of 
statutes is the province of the leg 
islature.”” 


BUILDING was listed for sale 
[ with a broker. A prospect 
came in his office, was submitted 
the building, paid a deposit, and 
signed a contract to buy it. The 
seller wanted to get out of the con 
tract and cast his eagle eye around 
for a loophole. and he found some 
thing which he was quite certain 
would let him out 

The buyer was acting for a prin 
cipal whose existence was undis 
closed. This, as I understand the 
law, does not excuse performance. 
if there is no fraud about it, and 
if there is no real objection to the 
principal. If the principal is a 
party to whom the seller would 
not justifiably have sold in the 
first place, that I think would be 
an excuse. If his identity was con 
cealed because it was anticipated 
that the seller would not sell to 
him, that would be fraud. 

If the identity was concealed be 
cause it was anticipated that the 
seller would take advantage of 
him and charge an excessive price 
it would be neither fraud nor an 
excuse 

The general rule is that in such 
a case the party may choose 
whether he was here to hold the 
principal or the agent but he is 
not excused from performance 


BROKER called on the owner 
of a vacant lot, and said that 
he had an offer of $5,000 for it. 
and the commission would be 
$250. The owner was not a talka 
tive man, and when the broker 
had finished, the owner stood up 
and said “‘shoot.”” The broker said 
‘all right” and left. 

The next day the broker brought 
in a contract signed by the buyer 
The owner was surprised and said, 


} 


(Please turn to page 43) 
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PROFIT OPPORTUNITIES 
THAT YOU CAN NOT IGNORE! 


Good design Peis compctitive prices er 





these are factors that can sell homes for you 
Allen Homes are design d 


ed by Donald H. Honn 
American Insecure of jn any market! ALLEN HOMES has the 
Archuects. He has won - 

awards from Parent's ; , 

Basssine end the Nat combination that can make you the leading 
ional Association of 
Home Builders for out 


builder in your community. Investigate 


standing design 


our system, be convinced! 


Phan 


ALLEN /omes 


* LUSTOM FLENIBILITV % PRODUCTION LINE ELONOMYV 


Allen industries, inc., P.O. Box 2497, Sta. C, Fort Wayne, ind., Ph Kenmore 4917 


Nr 
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Thathimers Department Store, Richmond, Virginia 
Architects: 

Copeland, Novak & Associates, New York. N.Y. 
Engineers and Builders: 

The Austin Company, New York, N.Y. 
Architectural Metal Fabricator-Erectors: 

The Keller Aluminum Corporation, Philadelphia, Pa. 


Thalhimers is the first department store modernized by 
enclosing a group of buildings in one complete Reynolds 
Aluminum shell. Mullions and pilasters are bright alumi- 
num. Spandrels are aluminum anodized grey (Reynolds 
has now completed world’s largest anodizing facilities). 

















[ Reynolds Aluminum Service 
| to the Building Industry 


Reynolds makes available expert help in 
aluminum design problems and in selecting 
from a wide range of standard Reynolds 
Aluminum mill forms, in addition to these 
performance-proved Reynolds Lifetime Alu- 
minum Building Products: 


For Home and Farm: 
Gutters & Downspouts 
Reflective Insulation 
Residential Windows (Casement, Awning, 
Traverse, Double-Hung, Basement and Utility) 
Corrugated and V-Crimp Roofing and Siding 
Weatherboard Siding—Flashing—Nails 


Industrial, Commercial: 
Center Pivoted and Commercial Windows 
Reynowall, exterior insulated wall system 
ReynoCoustic, aluminum acoustical system 
Reynowall, interior partition system 
Reynoside, aluminum siding in modern 
architectural designs 
Reynodeck, aluminum roof deck 





Write te: Reynolds Metals Company, 
zi Building Products Division, 2016 
b. South Ninth Street, Louisville 1, Ky. 


REYNOLDS 








| 
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Product Progress 


(Continued from page 13 


well-written and enlightening presentation of basi 
urban problems. The Community Builders Handbook 
costs $12 ($8 to ULI members): The City Fights 
Back is $5 ($4.50 to ULI members 

“Urban Land,” the official monthly bulletin of the 
Institute, covers news and trends in urban planning 
and development. Single copies cost non-members $1, 
members 50¢ 

The following list includes all ULI ‘Technical Bul 
letins” that are currently available 

“Mistakes We Have Made In Community 
opment,” by J. C. Nichols, $1 

“Mistakes We Have Made In Developing Shopping 
Centers,” by J. C. Nichols, $1 

“A Practicable City Planning Bibliography,” 25¢ 

“Subdivision Regulations and Protective Cove 
nants, Their Application to Land Development,” $1. 

“Commer ial Parking in Residential Areas,”’ $1.50 

“The Prohibition of Residential Development in 
Industrial Districts,” $1.50. 

“Shopping Centers, An Analysis,” $5 

“Market Analysis of Shopping Centers,” by Home 
Hoyt, $2. 

“Who Pays for Street and Utility Installations in 
New Residential Areas?” $2. 

‘Marinas Their Planning and Development 
by C. A. Chaney, $3. 

“Special or Benefit Assessments for Parking Facili 
ties,” by David R. Levin and Conya Hardy, $1.50 

“Planning Community Facilities for Basic Employ 

(Please turn to page 44) 
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Need Mortgage Money? 





Conventional — F.H. A. — V.A. 


Want to Know Where You Can 
Get It On the Best Terms? 


Pick up your ‘phone and talk personally with the men who 
buy real estate mortgages for mutual savings banks and 
insurance companies all over the United States 


All you need is 


] a copy of our up-to-the-minute compilation 
© of 527 Mutual Savings Banks in the U.S 
which have investments in mortgages. 


? a copy of our latest compilation of 400 Legal 
e Reserve Life Insurance Companies which 
buy and lend money on real estate 


Here, in nearly all instances, are the names of the men 
who can buy your mortgage on the best terms—the mort 
gage loan offi er and the head of the real estate department 
of each bank, and of each insurance company 


Big profits can be made from these two services. Their 
cost 1s small—$19.50 for the list of Mutual Savings Banks 
$19.50 for the Life Insurance list—only $34.50 for both 


Mail your order and your check TODAY to 


NEW YORK LEGAL EXCHANGE, Inc. 


SSTARLI SHE 197? 
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We have a house to put in order... 


E HAVE A HOUSE to put in order and it’s the 


house where America lives 


Of our country’s many million homes, more than | out 
of every 10 are out-and-out slums. Nearly one-half of 
condition, 


all American dwellings are in poor to “fair” 


and urgently need basic repairs 


Something must be done—both to correct the slums 
of today and prevent the slums of tomorrow 


How do slums start? Usually just one house starts to 
slide downhill and soon a whole block changes. Pride is 


lost. Other houses are neglected, decay spreads 


So the 20 million homes in need of basic repair and 
improv ements deserve equal attention The time to stop 


the spreading blight of slums is before it starts 


What’s your stake in stopping slums? 


If you think your town is different, just look around you 
If you think slums only affect persons who live in 
them, think again 


Slums raise taxes and lower property values of the 
whole town. They raise rates of crime, delinquency and 
disease. Everyone has a real stake in stopping slums 


And that includes you as a businessman 


Your firm is certainly dependent on the welfare of the 
community where you do business. But it’s more than 
good business—it's good citizenship to take part in efforts 
aimed at civic improvements. It's the responsibility of 


every business. 


ND BUILDING JOURNAL 


What can your firm do? The answer to America’s hous- 
ing problems starts with individuals. But to roll back 
slums is such a big job it’s going to take more than indi- 
vidual effort. It will need the cooperation of your busi- 
ness and many others 


Some slums should be torn down and a fresh start 


made. Others can be remodeled and made to conform 
to better living standards. So it is up to you to support 
every sound program vhich seeks adequate housing for 


ill our people 
New help is now available 
There is a new national, non-profit organization called 


A.C.T.L.OLN 
Neighborhoods 


The American Council To Improve Our 
which is designed to help all individuals 
or groups interested in putting America’s house in order 
TION 


is and proposes to do. It list 


Send for a free copy of “Af It explains what 
A.C.T.LO.N booklets 
research, check-lists, and other material which can help 
you. Address P. O. Box 500, Radio City New 
York 20, N. ¥ 


Station 





’ 
r 


orhoods 


American Council To Improve Our Neigt 
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Baumann-Cook 
Winnetka, Illinois 


Herman Offutt Inc. 
Aurora, Illinois 


Henderlong Lumber Co. 
Crown Point, Indiana 


Snyder, Kinney & Bennett 
Birmingham, Michigan 


Henry Hurni 
Kalamazoo, Michigan 


H. A. Schulenburg Co. 


St. Louis, Missouri 


H. J. Ward Agency 
Huron, South Dakota 


Raymond Dorn Co. 
Pasadena, California 


T. J. Bettes Co. 
Oklahoma City, Oklahoma 


McGraw Construction Co 
Dallas, Texas 


Smith & Tyson 
Montgomery, Albama 


Little Rock Builders 
Little Rock, Arkansas 


Varner-Butler-S mith 
Winter Park, Florida 


Woods Insurance & Realty Co 


Dublin, Georgia 


Coats & Phelps 
Lexington, Kentucky 


Thompson & Gray 
Silver Springs, Maryland 


Smithdeal Realty Co. 
Winston Salem, North Carolina 


Manchester Savings & Loan 
Manchester, Connecticut 


Horace B. Gowan 


Attleboro, Massachusetts 


Byse Agency Inc. 
Laconia, New Hampshire 


Carl H. Booth 


Bernardsville, New Jersey 


Edmund Cook & Co. 


Princeton, New Jersey 


Town & Country Agency 
Sea Girt, New Jersey 


Douglas Van Riper 
Manhasset, New York 


Lawrence Management 
Bronxville, New York 


Ernest Pierson Co, 
Pureka, California 


White & Bollard 
Seattle, Washington 


D. A. Duryee & Co 
Everett, Washington 
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‘Perrect Home has been our best 
institutional advertising medium. 
We have received more calls from 
people who said they had heard 
about us through seeing Perrect 
Home than from any other 
source,” says builder A. K. Mor- 
ley, Jr. of Cheyenne, Wyoming. 

“The quality of Perrecr Home 
automatically inspires confidence 
in the sponsor, and we certainly 
try to live up to that confidence. 


“We are proud to sponsor Per- 
rect Home in Cheyenne!” 


Leading real estate, home build- 
ing, and home financing organi- 
zations throughout the country 
share Mr. Morley’s enthusiasm for 
the Perrecr HOME program. 
These leaders realize that purchas- 
ing a home is usually a family’s 
largest single expenditure in its 
lifetime, and most families seek 
to deal with a firm which merits 
their confidence and enjoys an un- 
impeachable reputation. 

A limited number of exclusive, 
annual, renewable franchises are 
available to established organiza- 
tions with high qualifications. 

If you are interested, address 
your inquiry to 





A. K. Morley, Jr. joined his father 


in the construction business in 1940, 


shortly after receiving his degree in 
Civil Engineering. With time out for 
four years’ service as an Air Corps 
pilot, he has been actively engaged in 
building ever since. His projects have 
ranged as high as developments of 
500 homes, from low cost housing to 
luxury mansions. His present activity 
is divided among home building, com 
mercial and industrial construction and 
remodeling, in addition to participa 


tion in a large rental housing project 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 


Number 127 in a Series 
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Based on 50 
the Sanimaster, when in- 
stalled as a single-tempera 

ture unit, can deliver in one 
peak hour 263 gallons of 
mixed, general purpose 140 

hot water. Unit requires less 
than 1 sq. yd. One man in 

stallation 


cold water, 


rust-free 
hot water... 


economical 
supply... 
minimum 
maintenance... 


Space saving 
units... 


longer life... 


For - 





look for the (iC labe 


You get no rust from these modern Sanimaster gas water 
heaters. Their tanks are solid MONEL* 

But you do get plenty of sparkling clean hot water... 
wherever it is needed. And at two temperatures. 140 
regular hot water for showers, sinks, lavatories and 
faucets. 180° sanitizing hot water for your automatic 
clothes-washers. 

Strong, wear-resistant MONEL ... the solid, high- 
nickel, long-life metal tank ... is highly corrosion- 
resistant and rust-proof at al/ temperatures. 

The Sanimaster is a self-contained water heater, with- 
out coils. No pump. No additional volume tank required. 
No electric controls. Units can be added, as needed, to 
expand hot water supply. 

Be sure to order either the Ruud-Monel or Crane- 
Monel two-temp Sanimaster. Send in the coupon .. . for 
details. 


THE INTERNATIONAL NICKEL COMPANY, INC. 


67 Wall Street New York 5, N.Y 
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Ruud-Monel and Crane-Monel two-temp Sanimaster 80-80 pro 
vides low maintenance through minimum controls, easy installa 
tion. Operates on all gases. Meets your code requirements. Sold 
only by Ruud Manufacturing Company and Crane Co 


on the water heater 
you buy 


The International Nickel Company, inc INCO 


Dept. NREBJ 12-55 
67 Wall Street, New York 5, N. Y 


Please send detailed information on Monel 


Sanimaster Automatic Gas Water Heaters 


Literature only 


Have a representative call 
Name 
Name of Establishment 


Street 


City State 


19595 1y 














\ 


Over 1000 Inland Home 


erected in Dayton project by Grant-Holladay Company 












ig 


A “must” for every builder! 


just as Grant-Holladay was able to do in Dayton—and is now doing 
in other projects —so can you 


NORMAN WALLACE Ff 
GRANT HOLLADAY 

















GRANT-HOLLADAY say 


W a Every project builder should know about Inland Homes. Inland 
e were the t 


Homes offers one of the most profitable programs for project build 

ing. The Inland Homes program gives you 

© A wide variety of exteriors 

© A complete package that is erected in less than a day 

© A completed and readily saleable home that has won consumer 
acceptance wherever erected 

It's a “must” for you to have our story. Write, wire or ‘phone today 

Let us tell you how you can build better, sell easier, with Inland 

Homes 


4 ticing 
1Gver ! 
home 


ssembie package 5 


advantage 





® 
$O. COLLEGE ST. PIQUA, OHIO. PHONE 38860 PO. BOX 915 


n 
eS Aesland Homes 
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Of Quantity and Quality + + + + «+ -« 


| ID you ever watch a jeweler display a diamond? He selects a 

piece of black velvet and painstakingly smooths it out on the 
counter. And then with a deft flourish, he places one diamond cars 
fully on the velvet. The velvet makes the diamond no more expen 
sive, nor does it add to its size, but it does help center the customer 
attention on one stone and show its true brilliance 

We were reminded of this when we visited a new subdivision of 
medium priced homes recently. It had been advertised heavily and 
thousands of people had thronged to the opening three weeks be 
fore. But the builder was in a turmoil. Not one of the houses had been 
sold. And he couldn’t understand why 

There was nothing particularly wrong with this builder's houses 
though he could have used some professional architectural advics 
But thinking the-more-the-merrier, he had opened 15 houses for in 
spection, all at one time Trying to appeal to everyone, he had ar 
ranged for each house to be decorated and furnished differently. As 
a result, the show became more of a furniture display a hap 
hazard conglomeration of colors, chairs and tables not adapted to 
their individual settings 

To add to this, there was little or no landscaping. In the rush to 
complete all 15 houses, something had to suffer and it was the 
visitor's feet, which must have been caked with mud. There were a 
few strips of sod that had been laid along the foundations and walk 
Other than this, the landscaping consisted of plain dirt 

As the builder told us, the crowd became a problem. Visitor 
wanted to go through all 15 houses, primarily to stop and talk about 
the different types of furnishings. So it became a matter of herding 
them through as fast as possible. Genuine prospects had little time to 
like what they saw 

This particular builder might have been better off to concentrate 
his energies and focus his visitor's attention on one demonstration 
house. As it was, they were confused by all they saw. Certainly. hi 
home should have been furnished, for this adds warmth and livabili 
ty and illustrates how furniture can be placed and used to best ad 
vantage. But this should be expertly and thoroughly done so that the 
furnishings bring out the true beauty of the house. And proper, com 
plete landscaping would have shown the house to its best advantage 
much as the velvet sets off the diamond 

Actually, this builder's troubles spring from confusing quantity 
showmanship with quality showmanship. And that’s something of 
which many people in the real estate and building industry are 
guilty. How often do we think the bigger the newspaper ad we pub 
lish the better? Or the more words we can get into a classified ad the 
more effective the ad? How many brokers think that a file full of 
listings, regardless of condition, is better than a few correctly-listed 
alable properties? How often do we build houses with quantities of 
fol-de-rol, forgetting that quality is the thing for which we want to 
be known? And how many times do we confuse a prospect by show 
ing him numerous houses, most of them unfit for his needs, rather 
than concentrating attention on those that will serve him best? 

Asking ourselves questions such as these and learning more about 
the difference between quality and quantity can help solve many of 
the problems confronting the real estate and building executive 
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HIGHLY profitable meeting!” 
That was how most of the 
3,014 delegates appraised the 48th 
annual NAREB convention in 
New York City last month. There 
had been few problems to beset 
real estate men during the past 
year, and from everything they 
could learn from convention prog 
nosticators, next year would be 
equally good. Meetings were cen 
trally located and were handled 
with finesse. Credit for this is due 
Lowell Baker, convention director 
and NAREB administrative secre 
tary, and New York’s Durand 
Taylor, general convention chai 
man, plus their capable staffs and 


ap ein committees 
that entertained NAREB’s 48th annual convention, False sophistication went New Vark Cite 








The lower Manhattan skyline is one of the many trademarks of the fabulous city 














itself fascinated 
delegates and their wives, both a 
an entertainment center and a 
mecca for fabulous real estate 
transactions. Manhattan Island is 
unmatched in new office building 
construction since World War II 
It had been seven years since the 
Realtors’ national convention had 
been held in New York and the 
skyline changes wrought in that 
ease credit restrictions if necessary. Mortgage money will time were breathtaking even to 
veteran real estate men. Since 
1946, about 7,650,000 square feet 
of rentable office building space 
had been added, representing 32 
competitive office buildings. Also 
11 non-competitive buildings have 
heard at their 48th annual convention in New York City last been completed with another 1 

, 714,000 square feet of space 
When the present office building 
program is completed, there will 
have been 68 buildings completed 
delegates searched for money-making ideas from fellow Realtors. adding a total of 17,514,000 square 


out the window as out-of-town Realtors made the most of New York hospitality 
and sightseeing tours. Delegates marvelled at the tremendous construction ac 
tivity on Manhattan, and new landmarks such as the stainless steel Socony 


Mobil building only a few steps from convention headquarters, 


Home building will nearly equal the 1955 pace. Government will 


loosen in last half of '56. Income taxes may be cut; personal 


, 


savings will go up. These were predictions which 5,014 Realtors 


month. Sustained interest was shown in “idea sessions” as 
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ortgage M 


feet of space during the post-war 
period. Housing starts in the met 
ropolitan area are equally impres 
sive 

Convention headquarters were 
in the Commodore Hotel, in the 
shadow of the new Socony-Mobil 
Building going up diagonally 
across the street at 42nd Street and 
Lexington Avenue a 42-story, 
1.27 miullion-square-foot creation 
of Realtor John Galbreath of Co 
lumbus, Ohio. 

In the crystal ball department. 
Realtors most wanted to know 
about financing for 1956. The past 
year had seen extremely interest 
ing market trends, so delegates 
looked to the experts for advice 
As Washington economist Miles 
Colean said at a Mortgage Coun 
cil panel, “1955 is a year you 
must have lived through to have 
believed.” Colean was referring to 
the fact that home building made 
a remarkably satisfactory showing 
in spite of tight credit forced on 
the industry by market conditions 
and by the stiffening of FHA-VA 
downpayment and maturity re 
quirements 

Colean predic ts 

“Mortgage funds will be availa 
ble for 1956 to the same degree 
they were in 1955, but no greater 

“You can expect some cuts in 
federal income taxes. This will 
result in higher disposable in 
comes, giving people more money 
for downpayments in 1956 

“There should be no further 
credit restrictions this year 

You can expect a more orderly 
Rear Estratt 
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oney by Mid ’56” 
... Realtors Told 


By ROGER LAKEY, Managing Editor 


flow of mortgage funds in 1956 
than in 1955. Home building may 
not reach the same level but i 
should not fall far short of the very 
satisfactory performance of 1955 
“1956 won't start off as exuber 
antly as did 1955, but it 
an equaliy good year.” 
At the same panel, Oliver Walk 
er, chairman of the NAREB Mort 
gage Council, told delegates the 
Council’s aim was to interpret 
mortgage market trends to Real 
tors. In reporting on a Council sur 
vey. Walker says he found no 
mortgage lenders who plan to cur 
tai) their mortgages in “56, and he 
found who plan to in 


will be 


several 
crease 

Arthur Bassett of the Detroit 
Trust Company panel 
speaker, explained the role of com 
mercial banks and thet 
vartments in the mortgage 
- He Detroit, for ex 
ample, commercial banks have a 
backlog of time deposits of about 
$335 million which legally could 


al 0) a 


trust de 
mat 
said in 


be used for mortgage loans. But 
these banks are making loans to 
depositors (bank customer only 


and making them at par. Bassett 


predicts “these banks will be sub 
stantially out of the FHA and VA 
loan markets a long as money re 
mains tight. A bank simply can 
not afford to take part in the di 

count system for 
gagors, such as } 
Bassett 
will 


individual mort 
in elfect 
banh 


good source 


nay 
says commercial 
continue to be 
for conventional loans where they 


have a control over the interest 
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rate, and, consequently, the yield 
obtained for then 

Delegates wanted to know about 
the effect of the stiffening of FHA 
and VA downpayment and ma 
turity 


money 


requirements. Bassett say 


his opinion is that “the present 


curtailment of credit is a good 
thing. It will tend to put the 
brakes on for a few months and 


give savings a chance to increase 
He expects a slight falling off of 
housing start the last of 
the first half of f) 
credit curb 
to make money and credit 
in the last half of 1956 

A new agency entered the hou 


"55 and 
but expect 
to be relaxed in time 


easietl 


ing picture in 1954, authorized by 
the Housing Act of 1954 the 
Voluntary Home Mortgage Credit 
Program. Arthur W. Viner, it 
young, aggressive executive 
tary. told Realtor 
Viortgage Council panel that VH 
VICP has established a “remarka 
ble” lending record during its first 
year of operation, A 


ber 40, Viner 


attending the 


of Septem 
ays private lender 


had issued 5,485 loans, amounting 
to $45 million, to borrowers who 
otherwise could not obtain loan 
He urged Realtors to learn more 


about VHMCP and to 
cilitie It ha 
fective in placing loans for 


ise il fa 


been especially ef 
minor 
ity housing projects, he said 


Another agency in the mort 
yayge lending cenue that bear 
vatching is the new revamped 
Federal National Viortgage A 
ocjation. The Housing Aet of 
1954 sel up a system for transfer 

23 











Present and future 
he Clarence M 
with Mrs 
Henry G. 


NAREB’s 1956 president will 
Turley of St 
1955 
and Mrs 


Louis (left), shown 
NAREB 
Waltemade 


Turley and 
Waltemade 


president, 








Distinguished group of brokers surround Louis §. 
left), 
1955 president of the Brokers’ Institute, Donald Ff 


Laronge of Cleveland (seated fourth from 


Moore of Chicago was named to succeed him, 


addresses a 
NAREB's Women's Council 
The Council elected Grace Sebastian of Sacramento, 


Carroll, 


luncheon meeting of 


Jean television personality, 


California to succeed 1955 president Lorraine Kubhs 
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from federal to 
This is done 
by requiring sellers of mortgages 
to the association to in turn sub 
scribe for common stock in an 
amount equal to 3%, of the unpaid 
principal amount of the mortgages 
sold to FNMA 

Its president, J. Stanley Baugh 
man, revealed that mortgage of 
ferings of FNMA have in recent 
weeks hit a $350 million annual 
rate and purchases a $160 million 
pace. This contrasts with a single 
mortgage purchased last Novem 
ber when the program was launch 
ed and a single mortgage bought 
last December. Common stock sub 
scriptions are now progressing at 
a $5 million annual rate and, “if 
the present trend continues.,’’ 
Baughman says. “it will speed up 
the transition of the agency from 
government to private owner 
ship.”” FNMA’s secondary market 
operations have come into greater 
significance with the recent gen 
eral tightening of credit 

Most convention speakers were 
aware of fears concerning recent 
government moves to curb the 
high rate of home building. Many 
Realtors and builders thought the 
government had gone too far. But 
convention speakers sought to dis 
pel such fears 

For example. HHFA Admini 
strator Albert Cole told the Real 
tors’ Washington Committee that 
“the housing picture is a good pic 
ture.” and “the moderate check 
on new housing starts will not in 
the lone run change that picture.’ 
He said the moderate restraints on 
housing credit “should not be re 
garded as rigid or permanent 
When a relaxing of control is war 
ranted. we will move promptly.” 

NAREB President Henry Wal 
temade joined those who do ret 
eve the tight credit situation with 
alarm. At the onening convention 
session. he predicted an improved 
availablility of home buvine cred 
it in 1956 and a vear of high level 
home production and home buy 
ing 

Spokesmen from many facets of 
business took their turns at the 
crystal ball. Roy L. Reierson. vice 
president and economist for Bank 
ers Trust Comnanyv of New York 
showed that it isn’t safe to assume 
that present trends of rising inter 
est rates will inevitably continue 
He says, “On balance. long-term 
interest rates under a flexible 
credit policy may be expected to 
move with the course of business 
activity and credit policy.’ 

In a talk that many delegates 


ring the agency 
private ownership 
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felt was the most entertaining of 
the convention, Dr. Neal Bowman 
predicted a need for 30 million 
new dwellings between now and 
1975. The staff speaker for the 
National Association of Manufac 
turers said it would keep Realtors 
and builders stepping lively to 
meet the demand for new homes 
caused by the 50 to 60 million 
people who will have been added 
to our population by 1975. 
Bowman great things 
ahead for the housewife cen 
tralized air conditioning, miracle 
electronic kitchens. “The homes 
of 1975 will be roomier, more 
comfortable, easier to keep clean 
and maintain, will be dust-tight, 
pollen-free, destruction-proof. So 
lar energy will provide heating 
and air conditioning. Kitchens will 
have cookers that will make meals 


Sees 


in seconds and washers that will 
clean dishes in minutes. There 
will be central lighting control 


radio, television and hi-fi in every 
room, movable interior walls, and 
color that will change 
with lighting.” 

“We shall never see another de 
pression in the United States, 
was the prediction of Dr. Philip 
Wernette, business administration 
professor of the University of 
Michigan. He said prosperity 
would continue with “small fluc 
tuations” during the next decade 
or more, and the demand for new 
houses will be 


s( hemes 


“at least a million 
a year from now to 1960 and a 
million and a half by 1970.” 

In another “looking ahead” 
speech, Elton Boudreau, New Or 
leans Realtor and 1956 president 
of the Farm Brokers, said the farm 
brokerage business stands on the 
threshold of a new era with a pre 
dicted 50 million population in 
crease in the U. S. by 1975 

Public housing was again 
brought in to the whipping post 
during the convention. It has been 
lashed at for so many years that 


more than a few Realtors are 
weary of the battle. However. 
NAREB officials have come up 


with a remarkably positive ap 
proach to it in their Build Amer 
ica Better program. This plan was 
introduced in 1952 by NAREB and 
the Build America Better 
cil has worked diligently to make 
it a major objective of the associa 
tion. Now a dynamic program } 
underway to make slum clearance 
and urban rehabilitation by pri 
vate enterprise a reality 

In a crowded press conference 
Waltemade told realty editors that 
BAB is going to become a major 


Coun 
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issue of NAREB. Prior to the New 
York convention, 239 cities report 
ed to the Build America Better 
Council that they were firmly en 
forcing their housing code, revis 
ing an outdated code, or adopting 
a new code. Fifty-six cities have 
qualified as having a “workable 
program” for Section 220 financ 
ing. Next step will be to get ap 
plications for definite renewal 
areas within each city approved 
by HHFA 

At another press conference, 
equally jammed with realty edi 
tors, NAREB’s new executive vice 
president quiet, personable 
Gene Conser told about another 
‘do something” approach. NAREB 
had just announced a dues in 
With part of the added 


funds Conser 


crease 
plans to set up a 
field staff of trained men as em 
ployees of NAREB who will im 
plement the Build America Bette 
program. They will also assist lo 
cal boards to become better organ 
ized and to gain more benefit from 
their affiliation with NAREB 
They will carry Realtor education 
al work into the field to boards. 
state associations and educational 
institutions 

In a private conference with 
JOURNAL editors Conser said the 
field plan “will bring urban yvede 
velopment and conservation to 
communities by giving them a 
definite program based on ability 
and facilities.” 

Conser plans to put six or seven 
men in the field in about five zone 
offices around the country. “Ow 
hope is to have them visit all the 
smaller year’s 
time. Our basic plan will coordi 
nate with the American Council 
to Improve Our Neighborhoods 

A.C.T.LO.N The field staff 
will probably be employed in Jan 
uary. Highly qualified men will 
be obtained, oriented in a three 
weeks course and given a program 
to discuss with local hed They 
will spend about 44 weeks in the 
field.” NAREB’s public relations 
efforts will be expanded by about 
90%. Also due for expansion is the 
educational department. Part of 
the field program will be to bring 
educational conferences to groups 
of local boards 


boards within a 


On this same subject delegate 
heard FHA Commissioner Nor 
man Mason urge Realtors to take 
the lead in getting local action on 
slum clearance It’s the best ex 
tracurricular service Realtors can 
perform.” He pointed out that the 
bulldozer method of slum clear 


ance 1s far too expensive, that the 
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answer lies in intelligent rehabil 
tation of basically 
ties. He held out great hope for 
FHA Sections 220 and 221 finance 
ing to implement urban renewal 
In a spirited session on license 
law problems, Arthur L. Turner 
straight-talking real estate com 
missioner from Idaho. told how 
they ran the advance fee racketeer 
out of his state. But he warned it 
would take constant vigilance to 
keep them out. He pleaded with 
Realtors to learn more about these 
racketeers and how they operate 
for they have given the entire real 
estate profession a black eye 
Real -estate boards and Realtor 
who've been lax in observing the 
NAREB Code of Ethics came in 
Turner 
finger at the other 


sound proper 


for a lacing by Let's stop 
pointing our 
fellow and see how we measure 
up ourselves. Why don't we make 
sure Realtors have all the qualifi 
cations we represent to the public? 
Why do we make it so easy to 
jom a Board? Let's look at ow 
selves for awhile. We don't have 
of the Real 


tor we must Jive up to them 


to raise the standard 


Convention rostrums saw a gen 
erous share of famous personali 
ties during the five day meeting 
General Matthew B. Ridgway. for 
mer Army Chief of Staff 
“an even greater effort to bring the 
almost benefits of 
atomic energy to serve peaceful 


urged 
unimaginable 


instead of warlike, purpose 
Ridgway made hi 
during the dinner of the Society 
of Industrial Realtors at which he 
presented the “Industrialist of the 
Year” award to John Jay Hopkin 
president of the General Dynam 
ics Corporation, makers of the first 
atom Ridgway 
headed the group of distinguished 
elected Hopkin 
as the industrialist who during the 
preceding year had made the most 
significant contribution to the im 
dustrial development of North 
America in the public interest 
Speaking on “Where Do We Go 
From Geneva?” in hi 
peech, Hopkin 
White 
tional leaders in industry 
communication 


tatement 


submatr ine 


Americans who 


acceptance 
urged that a 
House conference of na 
clence, 
and commerce be 
held to formulate a program to 
combat Russia’s current economiu 
warfare 
Clement D. Johnston. forthright 
pokesman for private enterprise. 
told Realtors the nation’s standard 
of living can be doubled by 1965 
if American capitalism is freed to 
do the job Johnston is chairman 


7] ) 
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Henry G. Waltemade of New York, NARER's 1955 
president, is shown addressing a convention meet 
ing. NAREB membership under Waltemade's lead 
ership grew this year to more than 57,000 with 1211 
local boards. Waltemade’s successor, Clarence M 


Turley, of St. Louis, will take office in January 


> 


The ladies were there in force, naturally, and part 
of the entertainment provided for them was a 
fashion show, which included these two pert young 


ladies and their page 


Brokers’ Institute displays, part of which are shown 
here, covered the full range of advertising and pro 
motion in residential, commercial and industrial 
brokerage fields. The displays attracted considera 


Realtors 


ble attention, as always, for ideasecking 
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Realtors 


Enthusiastic 


About 
Selling 


for Builders 


By ROBERT PAYTON 


Associate Editor 


YELLING for 
hI was the hottest subject discuss 
ed at convention roundtables and 


the center of discussion at three 
separate brokers’ meetings 
After all was said and done 


several fundamental points be 
came clear 

1) Selling for builders is a rap 
idly expanding field, and an ex 
cellent source of business for bro 


kers 


2) Whether the builder be large 


or small, the amount of commis 
ion usually depends on the qual 
ity and extent of 
broker provides 

4) Brokers who have been sell 
ing for builders with greatest suc 
cess control the projects they han 
dle the builder concentrates on 
building, and the broker is the key 
man in the success or 
the project 

+) Land development is the cru 
cial point upon which the future 
of project building depends, and 
to control these projects the bro 
ker must either work closely with 
full-time land developers or go in 
to the development business him 
self 

None of these factors is really 
independent of the others. The 
brokers at the convention repre 
sented ways of selling for builders 
that differed in general as well as 
in detail. What can be said of all 
those present is that selling for 
builders is an extremely important 
and active field for brokers in all 
parts of the country and in almost 
every size community 


Michael O'Dea of 


Louisville 


26 


Builders’ this 


the service the 





In three fired-up sessions, Realtors exchanged 


ideas on selling for builders. Realtors doing this 


successfully emphasized that the sales agent 


must offer maximum services to the builder and 


sell him on letting the agent control his planning, 


specifications, salable features and house designs. 


Attention to this kind of control will speed 


Kentucky. one of the moderator 
of the meetings, emphasized seri 
the key to selling for build 
ers profitably 


‘You've got to 


ite as 


merchandise 


your service QO’ Dea said You 
can't let the builder sell you 
you have to sell Aim. To do this 


you have to provide him with help 

land 

design, and so on 
One of the services O'Dea cited 


on financing closings, sales, 


as being of particular importance 
is the advice the broker give 
about what buyers want and don’t 
want in thei The broker 
can help the builder design and 
equip a salable house by channel 
ing to him tips on buyer prefer 


can 


houses 


ences. The lack of contact the 
builder has with prospects and 
the simple fact that many pro 


pects will tell the sales agent what 
they don’t like about the house 
while they won't tell the builder 

means that the broker is in a 
position to offer the builder help 
he can get from no one else 

O'Dea pointed out that the sery 
ice a broker provides his builders 
often the size of the 
commission, and others present 
supported this view 


determines 


Jack La Bonte, sales manager of 
Rite Realty Company in Milwau 
kee, listed services his 
company provides its builders 
from offering them developed land 
to the actual closing of each trans 


numerous 


action. Rite Realty sells from 120 
to 150 houses a month for build 
ers. and its chents range from 


small builders erecting 10 or 15 


houses a year to large volume 


builders erecting several hundred 


sales immeasurably and leave the builder free 


to concentrate on his specialty — construction. 


builder that the builder couldn't 
hope to have if he operated inde 
pendently 

Herman Ogdahl of Town Real 
ty in Minneapolis, sided with fel 
moderator O'Dea in recom 
mending that the broker develop 
a trade-in plan as part of his work 
with builders. Regardless of how 
the trade is actually handied, Og 
dahl warns, ““make sure the seller 
knows every phase of the deal or 
he'll think you’re trying to trick 
him.” 

Although a few delegates 
George Mayer of Cincinnati, for 
example that selling for 
builders is still in its early stages 
in their cities, most delegates 
agreed that “the business is there 
if we've got the ability to go get 
it.” 

This another major 
problem controlling the build 
ers you sell for. La Bonte cited the 
builder he served who 

“dropping in” at the 
demonstration house. The builder 
would announce to the prospects 
present that he built the 
and the prospects, naturally 
enough, flocked around him, leay 
ing the salesman high and dry 

After the builder had sounded 
off for a while contradicting 
what the salesman had said in the 
process he would leave. By this 
time, of course, the prospects had 


low 


said 


leads lo 


Case of a 


insisted on 


house. 


lost all confidence in the salesman 
and in anything he had to say 

Rite salesmen are assigned to 
particular builders, and the result 
was that the salesmen refused to 
work for that builder under such 
circumstances. La Bonte said he 


The total volume of sales for tied repeatedly to keep the build 
builders. La Bonte says. allows hi er away, without success. As i 
company to olfer services to each turned out, the builder was ad 
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Herbert 


Nelson (center), retiring executive Matthew G. Ely of New York, vice chairman of “Dedicated to a Fellow Secretary,” reads this 
vice president of NAREB, was widely acclaimed the convention committee, greets Federico Ca plaque being presented to Herbert I Nelson 
by convention delegates for his more than three lero of Manila, Philippine Islands Calero had by Wesley P. Stevens, president of NARER's 
decades of service to the organization. On Nel the distinction of being the delegate who tray Secretaries Council, Nelson has been succeeded 
son’s left is Horace Julliard, Geneva, Switzer eled the greatest distance to attend the conven as executive vice president by Eugene P. Conser, 
land, president of the International Real Estate tion 10,000 miles. Delegates from the Hawai former executive vice president of the California 
Conference. On Nelson’s right is Realtor Harry ian Islands as well as from Canada also attended Real Estate Association. Nelson will continue to 


A. 





Taylor of Newark, New Jersey 


vised to go elsewhere to have his 
houses sold 

The moral of the story. as far as 
l.a Bonte is concerned, is that the 
builder must be made to unde 
tand at the beginning that the 
sales agent is in charge and that 
the builder’s job is to get the 
houses built, and built on sched 
ule 

Making this clear to a build 
er depends entirely on the kind 
of service the broker can give him 
If the broker can provide good 
service right down the line, the 
builder will cooperate without ob 
jection. The builder can be made 
to understand as clearly as any 
one else that it is to his advantage 
to let the broker control the proj 
ect, if the broker can prove it real 
ly is to the builder’s advantage by 
providing complete and_ efficient 
service 

By selling for several buildes 
delegates reported, the broker can 
make arrangements with lumber 
dealers, product distributors and 
others that will give each builder 
important cost savings It is up to 
the broker to work out these a 
rangements with suppliers and 
distributors, who will 
when they realize the volume of 
sales involved 

It was also reported that brok 


cooperate 


ers have been able to get far more 


cooperative advertising when they 


represent several builders. In one 


case, the broker received adverti 
ing help from the lumber dealer 
and applance manufacturer as 
well as the builders (who pay a 
fixed amount for advertising and 
promotion above the 4% comm: 
sion), and has been able as a re 
sult to advertise and promote hi 
projects with great effectiveness 
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serve NAREB as a consultant 


Al Thaler of Baltimore, who 1 most critical problem faced by 
handling a 200-house project for builders, and they consider such 
a builder, puts the emphasis on projects as these a real opportuni 


control in another way. He says ty 

it isn't a matter of “keeping your Some of those who now develop 
builder in line but instead a land for their builders (and those 
matter of providing the builder who do get exclusives on the sales 
with services that enable him to” of course), are either using ot 
concentrate on building planning to use the aproach used 


Thaler worked with his build for some time by the J. C. Nichol 
er and architect in planning a Company of Kansas City, Mis 


salable house Thi meant that our) The Nichol ( oOmpany 
Thaler had to have the courage of — builds a certain number of house 
his convictions, and to assert him in each of the areas it develops for 
self on those point where he builders. These houses set the tone 
thought the house could be im for the whole project and all 
proved I stuck my neck out, plans are approved by the Nichol 
Thaler admits, “but I felt it wa Company 

part of my job. I sell houses and | The “developer-builder-sale: 


hould know what is salable and agent” here. all wrapped up into 


what isn't one, 1s able to protect himself and 
Louis Lick of Lane Realty. New the adjoining areas he j develop 
York City, whose company began ing. The builder, with his interest 
elling for builders more than a limited to only one part of the 
dozen years ago, makes an advance project j inclined to cut cornet! 
study for his builders to help them and it is up to the broker to 
determine the proper size, style protect the project as a whole 
and price range for the particular Editor note: Many othe 
area involved pots raised at the convention 
Land development was given about selling for builders will be 
earnest attention by the broke covered in forthcoming issue 
Several broker La Bonte, for commission rates, splitting com 
example are already extensive missions with salesmen, method 
ly engaged in land development of financing land development ad 
Once they have assembled and  justing your advertising to meet 
improved the land, they sell vary the charge that your company 3 
ing portions of it to their build mily qualified to sell new house 
ers. In Milwaukee, as elsewhere handling complaints, training 
the shortage of good land is the alesmen for project selling 





Convention Recordings Available 


You can purchase tape recordings of nearly all the sessions at the NAREB con 
vention from Arthur E. Nall, Goodhue Building, Beaumont, Texas. Nall, a Real 
tor, has made it his hobby to record the entire convention, and so far it is a 
non-profit venture. He has some tapes available from the two previous conven 
tions as well as the Texas state convention. Tapes sell for $5 per hour of length 
Nall will mail you a catalog on request 
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Managers Trade 


Shopping Center Ideas 





THE BIG PICTURE 
J, 

Although most Realtors re 
ported exceptional results from 
shopping center development. 
words of caution and restraint 
were frequently voiced, Louis 
Laronge of Cleveland, 1955 
president of the Broker's Insti 
tute and a commercial property 
pecialist, told a press confer 
ence that “shopping centers are 
not as yet over-built. but we are 
reaching the point where we 
must be very careful from now 
on,” 

Another delegate told the 
JOURNAL it was his opinion 
many shopping centers have 
succeeded almost in spite of 


themselves They've lucked 
out that’s about the only 
way you can describe it.’ And 


although it has been possible to 
develop poorly planned centers 
successfully in the past, those 
days are now over. Sound mat 
ket analysis, objectively pre 
pared by per ialists, is now es 
sential 

Most observers would side 
with Laronge in his statement 
that shopping center competi 
tion with the downtowns is not 
a serious problem “where the 
downtowns work aggressively 
to keep business,” 

The main point stressed by 
those active in the shopping 
center field was well stated at 
the Managers’ roundtable 

“Owning a piece of land at 
a likely looking intersection 1s 
no longer enough reason for 
building a shopping center 
That's only the beginning.” 








A lively convention roundtable reveals uniform support among 


Realtors of need for good merchants’ associations in centers, better 


and more aggressive advertising, better signs and facades. Intense 


interest in shopping centers reflects the good success most Realtors 


are having with their centers. Warnings were sounded against 


launching new centers without determining that a need exists. 


| IGH Realtor interest in shop 

ping centers was shown again 
at the New York meetings. A 
roundtable discussion of many 
phases of shopping center manage 
ment attracted considerable atten 
tion, as well as bringing to light 
many valuable tips on improved 
management 

Led by John C. Snyder of Balti 
more and ©. Armel Nutter of 
Camden, New Jersey, the discus 
sion underlined the necessity for 
“playing by ear” in shopping cen 
ter development and management 

Advertising and promotional 
ideas, for example, were the sub 
ject of considerable discussion. In 
answer to the question, “How 
much money should each tenant 
contribute to advertising?” two 
basically different approaches 
were revealed 

First of all, one delegate said 
that his two small centers both 


have a fixed percentage one 
quarter of one percent of gross 
sales — as the basis for advertising 


and promotion. On the other hand, 
other delegates voiced a preference 
for allotting expenses on the basis 
of the ratio of space occupied by 
each tenant to the total sales space 
of the center 

The question of advertising 
prompted further discussion of the 
function and operation of the 
merchant's association, which H 


Walter Graves of Albert M 
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Greenfield and Company of Phila 
delphia considers essential to 
any center. Graves includes in his 
leases a clause covering the mer 
chants’ association, requiring that 
each tenant be a member. The as 
sessing power of the association for 
advertising and promotion is also 
written into the lease 

Graves is also including in his 
leases a requirement that each ten 
ant keep his store open at least 50 
hours a week; he says that more 
than that can not be required of 
a tenant. Some stores, Graves says, 
do 80-85% of their business at 
night, and he is trying to persuade 
the association to shift its morn 
ing opening hour from 9 to 12 

Fluctuations in the hours the 
various stores are open is a com 
mon problem. John McC. Mow 
bray of Baltimore writes in his 
leases that stores which do not 
remain open at night must keep 
their stores lighted to make it ap 
pear they are open, in order to 
avoid the spotted appearance 
caused by varying hours 

This problem touches on the 
matter of automobile traffic past 
the center, and with the problem 
of signs and pylons. One sign for 
the entire center (or its main ten 
ant), rather than individual signs 
for individual stores, was general 
ly regarded as vital to the overall 
appearance of the center 

Graves suggested that the archi 
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Aa wes twee sz ate 


“Management of Shopping Centers” was the subject attracting 
so much attention at this Managers Institute breakfast meeting. 
development 


Intense interest in shopping center 


tect be given the responsibility for 
outlining the signs for the in 
dividual stores. Flat signs, easily 
seen from the street, were strong 
ly recommended as 
hanging signs 

This type of uniformity in signs 
was not urged as far as store fronts 
are concerned. Variety, within rea 
sonable limits, is desirable, al 
though the “limits” should be de 
termined by the architect and lea 
ing agent that 


superior to 


Graves say one 


Mortgage Money 


(Continued from page 25) 


of the board of the Chamber of 
Commerce of the United State 
lerming the assembled body of 
Realtors “community builders.’ 
Johnston advised them to “make 
no little plans for the future.” He 
said present taxes are confiscatory 
and leave “little incentive for bold 
undertakings.” 

Dr. Dan Poling. editor of 
Christian Herald, inspired dele 
gates with the message that 
munism will destroy itself giv 
en time and the eternal vigilance 
of free peoples.” 

An unusual personality at the 
convention Horace Julliard. 
of Geneva, Switzerland, president! 
of the International Real Estat 
Federation. He warned that “those 
in all branches of the realty field 
have the duty to provide low-cost 


(Lom 


was 


NATIONAL REAL EsTaTre AND 
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was found 


architect should control design 


Nutter asked whether a rear en 
trance to a center is superior to 
entrance from the street, and it i 
Graves’ opinion that putting the 
entrance to a large department 
store on the street is better because 
it increases passer-by traffic, The 
influence of public transportation 
is a factor to be considered here 
Food market shoppers, for example 
yenerally drive to the center and 
enter the market the 


from real 


housing for those of modest mean 
and thus stave off easy but costly 
intervention of the state 

Most of the convention speaker 
ventured a prediction about the 
future mortgage money supply 


home building starts. et but 
none compared with the sweeping 
tatement made by New York 


William Zeckendorf 
Speaking in a quiet, relaxed 
at a general ession, the genial 
president of Webb & Knapp, In 

aid, “I have no proof for what 
I'm about to say, but in ten year 

| predict that all aqueducts and 


fabulou 


Voice 


water systems will become super 
fluous. Atomic power will replace 
water power. Sea water will be 
made potable Desert lands will 
become productive, Our whole 


com ept of geopoliti 
Thi 


ponder 


will change 
interesting t 
However, most delegate 
olution to 


Vision Wa 


wanted 
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Ty a 


immediate 


throughout the convention, and most delegates reported high 
success with their centers, cautioning, at the same 
careless planning of future centers, Market surveys are essential 





time, against 


parking areas 

Parking areas and ratios did not 
appear to be as much a matter of 
concern as it has been in the past 
For most centers of average size o1 
larger, a ratio of four square feet 
of parking for each square foot of 
sales space is generally accepted 
Neighborhood center ol 


‘con 
vemmence centers present dif 
ferent problems and have to be 
solved according to thei par ial 
circumstance 
problems and finding ways to 
make more money That why 


roundtables held before the morn 
ing general se 


bon were so jam 
packed, Of the Brokers’ Institute 
meetings, most interest was shown 
in “Selling for Builder a sub 
ject introduced for the first tume 
at this convention. Trade-in house 
came in for a big share of atten 
tion, as ability to handle trade 


is a good way of breaking into the 
selling of houses for buildes At 
the Managers’ Institute breakfast 


the “Shopping Center Manage 

ment” table was the most crowded 
At the close of the profitable 

meeting, the Realtors announced 


Clarence M. Turley of St. Low 
as their new president. During the 
veekend 


journeyed to 


hundreds of delegate 


Bermuda for post 
convention “meetings” while the 
rest returned to their businesse 


better prepared for the year ahead 
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Realtors Make 
Rehabilitation Projects Pay 


Contest winners in Build America Better Council's moderni- 
zation and rehabilitation contest show ingenuity, imagina- 
tion and plenty of nerve. Drab and deteriorated properties 
are converted into profitable, attractive dwellings. Brilliant 
performances show that housing standards can be improved 
markedly through intelligent rehabilitation. 





; NSTILLING new life in run 
This old Spanish-style home cost Mrs. Paul Pisculli of Dania, Florida, $8,000. Letting - : ; 
ete down dwellings is virtually a 
her imagination have free rein, she created an entirely new and different home, modern field { t] ' 
; , ew business held tor e nation 
and up-to-date, Modernization costs totalled $20,000 a , =a ts 


Realtors.” So says Walter S. Day 
ton of Bayside, Long Island, chai 
man of NAREB’s Build America 
fetter Council. Dayton calls the 
winners of BABC second mod 
ermization contest “pioneers i 
their own right,” for their far 
sightedness in seeing attractive 
business opportunities in the grow 
ing home improvement field 

The contest-winning entrie 
were the work of Mrs. Paul Pi 
culli, sales manager of David 
Brothers Real Estate in Dania 
Florida, in the single-family. de 
tached house class. and Realtor 
Earl R. James of Philadelphia. in 
the small, multi-family dwellings 
class. James is associated with 
Robert J Nash. Inc 

Mrs. Pisculli started with a 
1925-built home of Spanish archi 
tecture, for which she paid $8, 
000. The house, when purchased 


Le a eae 
oes ie he 





Rehabilitated version of Mrs. Pisculli’s entry is given modern design by addition of hip 


roof, new cement replastered over imitation stone exterior, attractive landscaping. She 
completely overhauled the kitchen, added a second bath and powder room, combined 


living and dining areas, and converted the screen porch into a livable “Florida room.” 


had an open screened porch, Per 
ma-Stone trim and flat roof. It 
contained two bedrooms. one bath 

















Here are four of the Reaney Court 
homes rehabilitated and modernized 
by Philadelphia entrant Earl R. James 
Winning first place in Build America 
Better Council’s small, multifamily 


living room, dining room and 
kitchen. The kitchen had a kero 
sene stove and no cabinets 

The only improvement to the 
tructure since 1925 was the ad 
dition of the Perma-Stone trim 
around the house and on the chim 
ney 


dwelling modernization contest, the 
most outstanding feature of the proj 
ect was the creation of an appealing 
and private mall area, This site was 
formerly the back yard area, and was 


spotted with outside toilets, trash and Exercising considerable imag! 


nation and exceptional good taste, 
Mrs. Pisculli performed a compre 
hensive face-lifting and moderni 
zation of the property. She spent 
$21,123, and created a home that 
is not even recognizable as having 
ever been the original structure 
Mrs. Pisculli added a bathroom. 
replaced the screened porch with 


lean-to sheds 
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a “Florida 
living and dining areas 
breakfast room. utility 
powder room The 
dows and frames 
with modern 
windows 


combined the 

added a 
room 
wooden 


room, 


and 
win 
were replaced 
aluminum jalousi 
with tile sill The 
screened porch was modernized by 
adding pink terrazzo flooring. two 
pairs of jalousie windows and two 
picture windows 

In the kitchen. modern cabinet 


were added, plus a stainle tee] 
double sink, rubber tile floor and 
an electric range. The rear bed 
room had added to it the se« mid 
bathroom and powder room. The 


entire interior of the house was re 
lathed and re-plastered. All door 
were changed to the modern flush 
type, and the old electric fixture 
and bathroom fixtures were re 
placed with modern equipment 





HONORABLE MENTION 


Honorable mention awards in the 
single-family, detached house class were 
given to Realtors Laurel G. Blair of 
Toledo, Ohio and Robert W 


son of Memphis 


Sande 


In the small, multi-family dwellings 


class, Realtors Charles I and 


Norris 
Herman Schmidt, both of Washington, 
» ¢C., 


and the 
the 


Tulsa, Oklahoma chap 
NAREB Women's Council 
were given honorable mention awards 
Mc 

Carey Winston 


Contest judges were John 
Mowbray of Baltimore, 
and Waverly Taylor, both of Washing 
ton, all well-known and highly respect 


ed Realtors. 


Contest winners were 


all-expenses-paid trips to the 


engraved scrolls were 
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Three-story Pine Street houses rehabilitated by James sold for $14,500 each. The nine 


structures cost $19,200 (including a tenth torn down for the mall area opening), The 
three Pine Street dwellings sold for $14,500 each; the Reaney Court units for $8,950 
each, Total rehabilitation costs were $70,000 


The flat roof was built up toa 
hip roof, with Bermuda tile placed 
the old roof. and 


the entire exterior of Perma-Stone 


ove! gravel tat 


was replastered with cement. A 
new paved patio was added in the 
rear, including a barbecue pit 


Telephone and electrical wire 
were installed 
conduits. A sidewalk was 
across the front 
The house wa 
moke with 


off by 


underground itt 


then painted a 
white trim, set 
a pink terrazzo walk lead 
ing to the front door. Planter box 
es of simulated brick were install 
ed around the entire house 


vrey 


Perhaps of more significance to 


the individual real estate man i 
the job done by Earl James. He 
rehabilitated a series of nine badly 
deteriorated row houses, convert 


ing them into completely modern 
dwellings facing on a private mall 


fashioned from the structure 
former back yards 
Six of the houses faced on Rea 


ney Court, and the back yards ad 
joined the rear of the three 
Pine Street The Rea 
ney Court homes had outside toi 
the back. 
tory units consisting of two room 
the first floor and two on the 
The Pine Street building 
were three 


yard 
tructure 
lets in and were two 
on 
econd 
tory 

Paying $19,200 for 
including 
for the mall entry 
spent $70,000 modernization 
The three-story Pine Street 
old for $14.500 each, and the two 
tory Reaney Court dwelling 


ten unst 


one which was. torn 


down Jame 
orl 


unit 


floor plus a pullman type kitchen 


On the second floor is a bedroom 


dressing room, and ceramic tile 
bath with combination tub and 
shower. New carpentry, floor 
taircase and laundry facility 


vere also incor porated 

The Pine Street dwellings were 
also completely rehabilitated, New 
plastering, carpetry, staircase 
and electrical wu 
On 


econd and third floors ceramu 


hardwood floor 
ing were installed throughout 
the 
ile combination 
installed 


bathrooms were 


Trees were pre erved and taste 
ful landscaping was added in 
forming the attractive mall area 
on which both the Keaney Court 
units and Pine Street dwelling 
now face 





1956 NAREB OFFICERS 


Clarence M. Turley, St. Louis, 
sour President of NAREB 

Eugene P. Conser, Chicago, Hlinois 

Executive Vice President of NAREB 
(appointed earlier this year) 

C. Armel Nutter, Camden, New Jer 


Mis 


sey Treasurer of NAREB 
A. N. Lockwood, Newton, New Jer 
ey Appraisers’ Institute 
Donald F. Moore, Chicago, Ulinois 
Brokers’ lastitute 


Elton Boudreau, New Orleans, Loui 
siana Farm Brokers 


William A. P. Watkins, Chicago 


Ilineais Managers 
LeRoy D. Owen, Los Angeles, Cali 
fornia Industrial Realtors 


Philip W 


Pennsylvania 


Kniskern, Philadelphia 
Counselors 


Ervin W. Luedthe, Austin, Texas 
Secretaries Council 
William T. Beazley, New Haven 


Connecticut States Council 














} CR Gry ry Grace Sebastian, Sacramento, Cali 
given five-day, rrought POY each u nie fornia Women's Council 
NAREB spent 539.200 and brought in $97 (Urban Land Institute and Build 
: ' , ' , POO, ¢ learing SOOO America Better Council elect officers 
convention, and cast bronze plates anc , 
i er The Reaney Court unit nov = the January meetings in Washing 
also awardec on.) 
contain one large room on the first J 
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William J, Williams of New York tells a group of property man 


agers about the importance of modernizing elevator apartment 












a 
Deh m 
Dialed x 


buildings. Charles F. Noyes, William EB. P. Doelger, Arthur Eck 


stein (behind Williams), Norman 


Tishman 


and Edmund f 


Wagner, New York City Realtors, covered other aspects 


= can make your older 
apartment buildings compete 
with new units by up-to-date 
modernization and improvement 
practices, according to Realtor 
William J. Williams of New York 

Addressing a property managers’ 
seminar on “Modernization — of 
Elevator Apartment Buildings,” 
Williams said that “owners of real 
property, and particularly those 
engaged in the operation of multi 
family apartments, have long en 
joyed full occupancy at maximum 
legal rental income.” 

Williams pointed out that New 
York City still has “very rigid 
residential rent control.” which 
is why he uses the phrase “maxi 
mum legal rental income.” Dur 
ing the World War II and post 
war era has been full 
cupancy, making it unnecessary 
for the average owner to advertise 
or use the usual methods for get 
ling new tenants to fill vacancies 

This period lulled a great many 
owners into thinking that good 
maintenance practices and stand 
ards were no longer 
That type owner permitted his 
building to run downgrade on the 
theory that he would give his ten 
ants only what they were entitled 
to under existing rent control regu 
lations 

“Too often, this theory carried 
beyond the tenants’ dwelling units 
and into the public spaces, eleva 
tors, exteriors and roofs, The more 
experienced and practical opera 
tor of buildings, looking ahead 
maintained good management! 
practices, Lobbies, corridors, ex 
and were not only 
maintained as required, but were 


there ar 


necessary 


teriors, roofs 
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kept competitive with newly con 
tructed buildings by the use of the 
latest modernization techniques.’ 

Williams explains that New 
York rent control authorities have 
allowed rent hikes of up to 15% 
where the tenant voluntarily 
agrees to the increase. He say 
owners who have maintained then 
units by modernization 
provements are in 


and im 
‘a much better 
position to solicit and obtain these 
than who have 
at back and done nothing but the 
minimum 

If you to expand your 
property management portfolio 
don’t overlook the business bro 
chure or brief as a 
modern 

Speaking at a Managers’ me 


mcreases owners 


want 


streamlines 
ales tool 


ing on “Selling Management from 
a Brief.” Howard B. Kavelin of! 
New York said. It should — be 


axiomatic that a managing agen! 
should be not only willing but 
eager to outline in writing all of 
the services offered by his organi 
zation.” 
more fluent in di 
cussing such services than is his 
client, and for that reason a brief 
can be extremely helpful in the 
fuller comprehension of 
his agent's services, Kavelin said 
Prospects, he says. are frequent 
ly too busy to hold lengthy di 
cussions on the subject of proper 
ty management, A well-prepared 
brief “can be a persuasive factor’ 
in selling busy property owners 
Che investment public is 


The agent i: 


owner's 


hun 
ury for good real estate propos! 
tions,’ and is creating a new busi 


field for professional ‘saa 


erty managers. So reported Harry 


Hess 
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Managers Stress 


Older apartment buildings can compete, 
managers are told, but intelligent moderni- 
zation and improvements are essential. 
Here's how New York property managers 
make sure they enjoy full occupancy and earn 
the maximum legal rental income from 


their elevator apartment buildings. 


B. Helmsley of New 
property managers’ 
“Syndicate Operations and Man 
agement.” 

Most syndicates are organized 
either as partnerships o1 
rations with the management 
agent being responsible to a group 
which acts as the board of dire¢ 
The 


either an in 


York to a 


seminar on 


( orpo 


tors or as general partners 
agent must satisfy 
dividual or a group 
“More is required 
management, the entire 
operation is usually spark-plugged 
by the broker who discovers the 
deal and the syndicate 
This means the broker must have 
a complete organization. He must 
have coverage of the sales market 
He must have an appraiser's 
knowledge of the property 
determine whether the 
right, whether the financing is 
proper, and whether 
financing is possible 
Helmsley noted that extra cau 
tion must be exercised by the orig 
inating broker because he will be 
asked to participate in the syndi 
cate and therefore be risking his 
own money, “But, more import 
ant, the uninformed layman will 
be investing because of the recom 
mendation of the syndicateurs and 
therefore a heavy 
rests on them 
sy = following precepts, 
Helmsley tremendou 
reservoir of money can be tapped 
for the investing public is hungry 
for good real estate proposition 
Today being 
established to show about 12% re 
turn on equity 
quirements on 


than just 
because 


interests 


SO) as to 


pi ice 1 


future re 


responsibility 


these 
Says oa 


vndicates are 


after re 
mortgage fi 


money 
first 
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nancing are met. “Second mort- 
gages are frowned on, unless they 
are conservative and self-liquidat 
ing.”” Helmsley explained 

Louis J. Glickman of New York 
City predicts investors will make 
greater use of a four-stage method 
of obtaining returns on investment 
real estate. 

Addressing a Society of Indus 
trial Realtors’ meeting. Glickman 
noted that none of the four steps 
is new, but when combined 
they provide a “new look” in met 
handising property, as well as 
providing a transaction that “ap 
peals to more potential investors.” 

The device ‘s especially useful 
where substantial equity money 1s 
needed, he said. 

These are the four steps in the 
operation 

1) The real estate investor sells 
a fee (title to the property), sub 
ject to the lease-back of the proper 
ty to himself for a long term of 
years. (If a first mortgage insti 
tutional financing 


exists on the 
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sell 


2) The investor can then 
the second mortgage of the fee 

4) The investor can next sell the 
leasehold and then take back a 
mortgage on the leasehold 

+) The investor then sells the 
leasehold mortgage as the final 
step in the transaction 

Glickman gave this example 

‘Assume A property for 
$1 million cash over the mortgage 
financing on the fee. Assume, too, 
that he is looking for a reasonable 
profit on the resale of this prop 
erty. Not many have 
more than $1 million. You would 
find more with $400,000 or less 

Applying the four-stage for 
mula, A would sell his fee to B for 
$400,000, subject to a lease-back 
of the property for a long term of 
years. Assuming that first mort 
gage institutional financing exists 
on the property, which is often the 
case, A can sell his taking 
back a second mortgage 

Step two would involve A sell 
ing the 


buys 


investors 


fee, 


second mortgage on the 


Modernization, Investment Techniques 


to D. and take back a mortgage on 
At this pont, A has al 
ready realized his $1 million 

“In the final stage, A could sel! 
his leasehold mortgage to Ik. for 
$200,000, thereby realizing a rea 
sonable profit on the entire deal 

“It is clear now that four inve 
tors have been involved in addition 
to A. They Messrs. B. C, D 
and E.. Each has portion of the pie 
So, at the outset, Mr. A, who could 
find no investor for the $1 million 
property, has broadened the base 
and reached a larger field of in 
vestors 

Despite the complexity of thi 
transaction, it can be highly con 
ervative. It will not be a cure for 
poor property. Nor is it some sort 
of financial that can glo 


the lease 


magi 


over investment defects 
To be eligible for this four 
point program, property must 


show sound investment attractive 
ness in the first place. Such criteria 
are tax advantages, location of 
property, physical condition, re 





property, this fee can be sold, with fee to C for, let us say, $200,000 turn on the equity, current and 
the seller taking back a second A, who still holds the lease- potential financing, and chara 
mortgage on the fee hold. could sell that for $400,000 — ter of ownership 
NAREB States Its 1956 Policy 
EMBERS of the resolutions committee were Administration to dispose of surplus real estat 
| buoyed up by glowing reports of continued Payment of local taxes on federally-owned real estate not in 








good days ahead for Realtors, but they and other 
NAREB men mindful of the task 
ahead in solving problems of slums and urban de 
cay, in short, providing decent housing for every 
American. To achieve its goals, NAREB announce 
support of these major policies 


were herculean 


Cooperating through the Build America Better Council to 
accomplish national goals of urban renewal enunciated in the 
Housing Act of 1954. Insistence by Congress that all federal 
assistance for housing and urban renewal, including housing 
of families displaced by slum clearance, be restricted to com 
munities enacting and enforcing appropriate minimum hous 
ing codes 


Setting up a research center for real estate as a division of 
the Urban Land Institute 


Bringing real estate education into greater prominence by 
intensifying board and association cooperation with educational 


institutions 


Encouraging investment in new construction and improve 
ment of existing structures in renewal areas by allowing de 
preciation of such improvement for tax purposes at a rate not 


to exceed 20% annually 


Maintaining FHA's present capital structure, reserves, and 
guaranteed debenture system Providing of adequate funds by 


Congress to FHA for carrying out its statutory functions 


Extending of authority by Congress to the General Services 





as that now applicable to 





if public domain and which does not serve a loc al purpose 


Orderly public housing 
transfer to full taxpaying owns rship 


liquidation of projects and thei 


Applying same tax treatment to real estate investment trust 


ecurity investment trust 


{ecognizing capital lo as well as capital vain oon ale of 
taxpayer's residence 
hone 


Considering that credit for a form of throft 


credit for consumption 


buying i 
and should not be regarded the same a 
goods 


Removing by Congress of inequities in capital gains and de 
Internal Re 


investment in rental housing 


preciation allowance provisions in the 
which work 


venue Crore 
against equity 


Making the cost of demolishing a substandard dwelling and 
its residual value deductible under the federal tax law 

Amending the federal tax law to provide for deductions from 
taxable income up to $500 in any one year for 


and repair of a home in a renewal area 


maintenance 


Terminating the public housing program on it 
piration date of July 41. 1956 


prese nt ex 


Investigating by Congress of increas 
middle 


if) tise hous 


of publi 


ing by income families to the exclusion of neediest 


families 


Placing of limits on annual tax which may be 
units of government upon property 


levied by al 


Support of the American Real Property Federation 
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Dennis S. Wagner's real estate career 
began in 1948 with William J. Elliou, El 
Paso Realtor, Beginning with a sales force 
of four salesmen, Wagner's first new home 
project had 42 houses. Since that time 
his company has sold more than 2,000 
new homes and is now in the midst of a 
5,000 house development 
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With sales of more than 2,000 new homes already 


on the books in less than six years, a 1955 volume 


greater than $16 million, and a $75-million, 5,000- 
house development under way, this El Paso Real- 
tor is really capitalizing on new home sales. He 
never forgets he’s a sales agent, and he knows 
how to really help his builders avoid wasting time, 


effort and money. 


ITER six years in business, a sales record of 2.190 
| new homes in 15 subdivision 

Sales of 1.500 new homes in 1955. with a volume 
exceeding $16 million 

Exclusive sales agent for the largest new subdivi 
sion in the southwest, a development of almost 5,000 
homes, plus parks, schools and shopping centers, that 
will hit the $75 millon mark when completed 

This is the fantastic sales record of the Wagne 
Company of El Paso, Texas. Behind it lies a single 
principle: “We are primarily interested in selling 

The success of every real estate sales agent depend 
on his ability to sell houses quickly, and with a mini 
mum of red tape for the builder he represent 

This means a trained and effective sales force. a 
thorough knowledge of advertising and promotion 
and a reputation for integrity and hard work 











ee 
These three homes are all in the Ciclo Vista development of 
800 houses, for which Wagner is sales agent. Wagner publicized 
the purchase of homes in Ciclo Vista by leading El Paso resi 
dents as part of the promotion. Special brochures on the project 
as well as a booklet explaining how to properly maintain a new 
home, were also used 


2 But the details are the key to the builder's misery 
3 ind being able to entrust the handling of those de 
tails to a competent and well-qualified sales agent 


relieves the builder of a constant and nagging but 





den. Tax problems, mortgage routine, withholdin 
tax and social security, setting up a reasonable and 
efficient schedule for salesmen at the site and mal 
ing sure the schedule is kept these are only a few 
of the proble ms the builder avoids by working with a 
ale agent 

But the service doesn't end there. The builder ha 


Phe Wagner Company offers all these prerequi to worry about complaint the complaints that 


sites. The 25-man. full-time sales force doubles in 
brass handling the sales of both new and existing hi reputation The Wagner Company creens all 
houses. According to Wagner, this makes it possible complaimts for its builders, and handles all com 
to sell new homes where the sale is contingent upon plaints through a regular, formal procedure, The 


can drive a builder to distraction or seriously harm 


the sale of the owner's present home. Working on a buyer ts pacified and the complaint taken care of 
straight COMNASsSiOnNn basis. the sale men are able to and the builder i able lo chedule handling ol com 
concentrate on selling. Sixty-five percent of the com plaints as efficiently as he organizes the original con 
pany’s business comes from new home sale truction, There is no time lost or tempers fired b 

Leaving the sales responsibility to the Wagnes buck-passing.” unnecessary delays or misundet 


Company, the builder is able to concentrate on build tanding 
ing, and avoids dividing his interests among the red All contract paper oe 
i) act wild Wo ali hal ny ‘ “i 

tape and countless chores involved in maintaining 

; ner Company, and the builder can find out, simply by 
his own sales organization. The builder's profit isn't 
reduced by paying all the advertising and promo 
tional costs, and by capitalizing on fast sales he can 
in effect. regain the sales commission by building 
more homes and turning his capital over faster 


checking with the Wagner office, the status of any 
contract or loan application, Arthur Clausen, Wagner 
Company rental manager, handles all this paper 
work for builders from start to finish. Without thi 





Knowing how to advertise and promote a ub ervice the builder would bye require a Ww lipervi e it 
division is an integral part of knowing how to sell himself or go to the expense of hiring qualified per 
and the aggressive and thorough ad campaigns of onnel, Wagner works on a straight 4 COMMISSION 
subdivisions where Wagner is sales agent assure the — basi 
builder of high public interest Phe handling of complaint vhich 1s a good in 

Our firm will not handle a subdivision unl At our weekly sales meeting held at j 
we think we can sell every home and do the build a.m. with breakfast as an inducement to attend 

er justice. All of our exclusive contracts state that the builders come and explain their problems to 

the home must be sold within 430 days after the us. We have a question and answer period, and 

completion of construction and the final inspe« our sales representatives have an opportunity to 
tion, or the builder may list with other agent get to know the builders personall 


We always have two representatives in the 











model home or field office In all of our pro All of my salesmen are trained to sell existing 
jects we constantly use the builder's name along homes as well as new home oO that whenever the 
with our own in the promotion We use tele ituation arises they can do both. Salesmen trained 
vision as well as newspaper advertising. we have in this way can handle contingent contract 
sales contests, and we use special banners and flag ales which are subject to the sale of the existing 
for open houses, as well as roadside advertising home 
‘ 
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dication of Wagner's concern for buyers as well as 
prospects, is only one of the ways Wagner follows up 
on sales. Each buyer is provided with a booklet ex 
plaining the basic maintenance required to keep a 
iome in top condition, with suggestions ranging from 
tips on when and where to file for homestead ex 
emption, to the care of window shades 

Wagner also mails an attractive “greeting card” to 
each new home owner, and in all his literature re 


Greeting card used by the Wagner Company compliments buyers 
of new homes. Front carries an aeriel view of El Paso 


r 


wow's THE NEW Wome! ALA hestlitegaitinepiendits 


and it hawt tt tobe much m 


0) hear how thing are going 
Of comree you ve till some settlic s behind rn d 
hind your mew front de 

amd lutle them ge toe de | 

gt acquainted with the meighbor 
WAGNER CO 


and with the poriman ioe 
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Announcement ad for Wagner Company's newest development 
in El Paso describes it as the “largest sub-division in the South 
west.” Almost 5,000 homes, plus parks, schools and shopping 
centers, will be built in three years on a 1,300-acre site. Com 
pleted value of the development will be $75 million 
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minds buyers that the Wagner Company can help 
them sell their homes if and when they so desire. 

The new “Eastwood” subdivision of 5.000 homes. 
for which Wagner is exclusive sales agent, will be 
on approximately 1,300 acres, all within the city 
limits of Fl Paso. Just getting under way, Eastwood 
is the result of the combined efforts of the Wagner 
Company and Dan R. Ponder and C. H. Leavell. 
heads of Texas Homes, Inc 

Wagner Company initially acquired the land and 
sold it to Ponder and Leavell, who will do the de 
veloping. Various home builders will participate. 

Prompting the Eastwood development was the suc 
cess of another Wagner project known as “Cielo 
Vista.” The continuing demand for homes in Cielo 
Vista sold Wagner on the value of the adjoining 
Kastwood location 

Cielo Vista, an 800-home project coordinating the 
efforts of several builders, was the Wagner Com 
pany’s largest project before Eastwood came into be 
ing. Wagner formed the Montana Street Improve 
ment Association with the businessmen on the prin 
ciple street leading to the project, and with the a 
tors of the association persuaded the mayor and city 
council to put in a six-lane street, complete with street 
lighting. curb and gutter, 

Influential FE.) Paso residents who bought homes in 
Cielo Vista were persuaded by Wagner to lend their 
names to the project as home buyers 

Wagner also developed a swimming pool corpora 
lion, with stockholders being owners of certain speci 
fied lots in the development. The buyers’ share was 
included in the sale of the home 





‘We urge the builders to use nationally ad 
vertised products, as it is a great help in selling 
the houses.” 


‘We have a sales clinic once a year at the Hil 
ton Hotel. We close the office for the day, after 
making an announcement in the newspapers 
explaining the reason the office is to be closed. 
At the clinics we have speakers from Texas 
Western College and other places around the 
Southwest. The meeting lasts eight hours, and 
all salesmen and their wives must attend.’ 


Our salesmen work strictly on a commission 
They must keep in constant contact with their 
clients until closing, before they are paid their 
commission. If a builder has his own salesmen 
who are paid so much a menth, he won't get 
the same service from his men that a sales agent 
gets from salesmen working on a straight com 
mission basis. A professional sales agent will 
make more effort to sell houses in competition 
with other Realtors than he will if the competi 
tion is with the builder’s own selling depart 
ment,” 


“The Wagner Company receives 4% of the 
sales price of the house as commission. From 
that amount $25 is deducted and retained by the 
Wagner Company to pay for extra promotion 
and advertising. The remainder is divided be 
tween the company and the sales representa 
tive 
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No. 10 in a Series on Sales Training 


Good Office Procedure for Salesmen 


Many potentially productive salesmen fail to taste the fruits of 


success because they misuse their time. Successful salesmen set up a 
rigid daily work schedule, and they stick to it. This article can help 


impress upon your salesmen the schedule they should be keeping. 


FTER shaving, showering, don 
[ ning clean, well-pressed 
clothes, get to your office at 8 a.m 
instead of 9 or 10 a.m. Do it at 
least five days a week. Your fresh 
mind, not dulled with too much 
food, liquor, or nicotine will be 
ready and eager to plan a day’s 
work. 

Time is a good salesman’s capi 
tal. It must be used to produce 
Fight to nine o'clock will be your 
best hour of the day to get things 
done There will be no personal 
callers to divert you. Go over your 
list of prospects and listings and 
determine how you can fill their 
needs. Frame the day’s schedule 
of phone calls, personal interviews 
showings, new listings you want 
appointments for, next day's show 
ings, and arrangements to get 
through occupied offering No 
first-class salesman shows pros 
pects unless by previous arrange 
ment with occupants. Only ped 
dlers and hucksters do that 

Realtor Bill Crawford of Kansa 
City used to say, “A telephone i 
dynamite on your desk.” Handle 
it carefully. Answer it at end of 
the first ring. not the second, with 
a pleasant, hospitable not ho 
pital tones saying. “Good morn 
ing” or “Good afternoon (never 

hello” or “yes”). Frank Brown 
never ‘Mister’ of Dickinson 
Co., Realtors. May I help you?’ 
Count to five before you hang up 
to be sure the caller has done so 
first 

Have at your phone a list of 
everything advertised, a_ list of 
listings, a letter size pad (not 
small memo size paper that is 
easily lost or misplaced and clut 
ters the desk top). and a sheet for 
notes for every caller or phone 
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call. Always date your notes 
Never write anything without dat 
ing it. Even if you “doodle” while 
you're talking, date it. The date 
may be the most Important item 
of the memo 

Use a letter size folder for each 
prospect with all memoranda in 
it. The prospect card you made or 
are as igned hould be clipped to 
it. If your office fails to supply 
you with prospect cards, buy some 
blank ones. Date each card and 
with carbon paper, make a dupli 
cate. Use your original for date 
of phone calls. appointments, in 
lerviews howings and offering 
Kile the carbon copy with the of 
lice for protection. Service with 
frequent regularity your prospect 
and prospect card They must 
form an important part of your 
daily schedule. Using folders keep 
your desk top clean and your work 
in orderly shape so that you do 
not lose anything, consuming time 
and fraying your temper to find it 

What about a new li ting you 
get? Is every question about the 
property answered fully? If it 
isn’t. why should you get a listing 
fee when it old? So often an 
unanswered que thon i 1 vital one 
you or another salesman need for 
a buyer at a crucial moment. It 
makes the difference between a 
100% salesman and a_ sloppy 
doubtful one 

Quickly contact owners and os 
cupants living on both sides of 
each listed property, ones in the 
rear of Opposite Never overlook 
talking about the listing to neigh 
borhood merchants where neigh 
bors call and talk about real e 
tate. It has been proved with used 
houses and busine propertie 
three out of five sales are made to 
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By VINCENT P. BRADLEY 
Realtor 


Trenton, New Jersey 


people of the neighborhood, so 
your sales work is three-fifths done 
if you cove! nearby folk 

On the phone or in personal in 
terviews, salesmen fail to sell thei 
names to prospects, and the latter 
are unable to remember the sale: 
man’s name on call backs. Hand 
ng a card to a customer 1s a must 
It should have with it a bit of your 
personality. Stress your name so 
it will be remembered 

Never leave the office (although 
it might be only to put a nickel 
in the parking meter) without re 
cording on the receptionist’s des} 
where you are going and when 
you will return. If you are going 
Ww Iwo or three places explain 
where they are, You may be badly 
needed by a buyer or seller call 
ny or phoning. They should have 
quick re porsive service, which 
can be rendered for you if you 
will cooperate. If you are detain 
ed in returning, phone and tell 
why and extend the time. If you 
do not. it may mean the loss of 
hundreds of dollars in) comm 
bon 

When you learn that a seller 
wants to reduce price, improve 
terms, make improvements, or 
lessen possession waiting time, put 
it on the listing card immediately 
Dete it. It may mean an easier 
ale for you or someone else 

Inspect new listings promptly 
0 you will know what you have 
to offer and be able to report the 
need for repricing to hasten a sale 

When you make appointments, 
keep them not promptly but 
ahead of time 

Never promise you will call a 
prospect back when you have an 


(Plea e turn to page 1?) 





TAX FACTS 


By Bert V. Tornborgh, CPA 


Income ‘lax on Sale of Residence 


Wye! everyone is aware that 
| something happened a few 
years ago which meant “if you sell 
your home at a profit you don’t 
have to pay a tax on it.” That 
the general impression and that’s 
about as far as it goes. The actual 
facts are a bit different 

The broad general rule remain 
that gain is recognized on the sale 
or exchange of a residence, with 
the new special rule providing for 
‘nonrecognition of gain” 
talk for “you not 
if 


(tax law 

are taxable’ 

a) You buy a home and 
use it as your principal resi 
dence within one year before 
or after you sell your old resi 
dence, o1 
You start 
new residence ¢ 


neyw 


construction of a 
within one 
year before or after you sell 
your old home and use the 
new place as your principal 
residence within 18 months 
after you sell the old one 
If you meet the test of either 
(a) or (b), then gain on sale or ex 
change is recognized (i.e. you are 
taxable) only to the extent that 
the adjusted sales price of the old 
residence exceeds the cost of the 
new one. For these purposes the 
“adjusted sales price’ means the 
amount realized minus the total 
expenses for work performed on 
the old residence in order to assist 
in the sale 
Members of the Armed Force 
may claim the benefit of a special 
rule which extends the time for 
getting a new home after 
the old. The one-year or 18 months 
period is suspended during any 
time that the taxpayer serves on 
extended active duty with the 
Armed Forces after the date of 
sale of the old residence and dur 
ing period of induction, but peri 
od of suspension may not exceed 
four vears from date of sale. “Ex 
tended active duty” is meant ser 
ice as a result of call or order for 
a period in excess of 90 days or for 
an indefinite period 
Let's particularize a bit further 
on the aforementioned “adjusted 
price,” which meant 


sale of 


sales sales 


$8 


amount minus fixing-up expenses 
There really two deductions 
from the sales price, the first one 
of old standing 
a) Selling expenses, including 
such 
sions, recording fee 
title abstracts; 
Fixing up costs, such as paint 
ing and papering, provided 
they are incurred within a 
90-day period prior to the 
sale and paid for within 30 
days after the sale. Other 
wise such fixing-up costs are 
not deductible for this pur 
pose 
lo illustrate the foregoing let's 
look at this example 


are 


items as sales commis 


cost of 


ACTUAL GAIN 
Sales price, old residence 
Less: Selling expenses 
Amount realized 
Adjusted basis, old residence 


Actual Gain 


RECOGNIZED GAIN 
Sales price, old residence 
Less: Selling expenses 
Amount realized 
Less: Fixing-up costs 
Adjusted sales price 
Cost of buying new residence 





Cost of new residence 

Less: Unrecognized gain 
Actual gain 
Taxable gain 


Unrecognized 


Adjusted basis, new residence 


Thus, the presently unrecog 
nized gain may still catch up with 
you, Suppose you sell again, some 
time in the future, and that time 
without replacing within the pre 
scribed time limit; you will then 
have a taxable gain on the excess 
over $13,000, not $16,500. Or if 
you convert to business or rental 
property your basis for deprecia 
tion is the smaller figure, not the 
larger one 


In case the new residence was 
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Extent of gain recognized 


gain 


NATIONAL Ry 


acquired by exchange rather than 
outright purchase the “cost” is its 
fair market value 

Suppose the time rolls around 
for filing a tax return. You have 
recently sold your old home but 
not yet made up your mind about 
a new one or, having made up 
your mind. have not yet closed the 
deal. How do you report the sale, 
under the circumstances? 

Well. the sale itself is an accom 
plished fact so you can report that 
much, viz., the date and amount 
Gain or loss you cannot determine 
until you take definite replace 
ment steps within the prescribed 
period. Therefore, report “none” 
as to gain or loss, preferably with 


$20,000 
2,000 
$18,000 
14,000 
$ 4,000 


$20,000 
2,000 
$18,000 
1,000 
$17,000 
16,500 
S$ 6500 


On paper and at first glance that looks pretty good. You have an actual 
gain of $4,000 and only have to cut Uncle Sam in on $500 of it. Wait! 

You just don’t forget about the $3,500 difference. You reduce the cost of 
your new residence by that amount, as follows: 


$16,500 


3,500 
$13,000 


the notation “replacement pend 
ing.’ That should tell the whole 
story as you know it, as of the date 
of filing 

As soon thereafter as possible. 
within the replacement period, and 
when your replacement transac 
tion is complete, file an amended 
return and report the facts and 
figures in line with what we have 
discussed 

Any loss on the sale of a resi 


Please turn to page 42 
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The reasons why people want to buy new homes 
are the best keys to selling them successfully. Un- 


PPLIED psychology and a thorough understand 
Ning of basic human motives can 
selling program and sales technique 

And, any improvement in these factors means in 
evitably a proportionate improvement in a builder 
or real estate man’s sales record and profit curve 


lnprove your 


Psychology can be defined as the study of what 
motivates man. Or. roughly, “Why does man do 
what he does when he does it?” 

Now that home buyers are losing their sense of 


urgency in finding a new house and becoming more 
ales field should 

Builders 
under the psycho 
logical microscope, since the merchandise, as well a 
the salesmanship, should appeal to the basic human 


choosey, everyone in the housing 


re-examine his selling techniques also 


hould place their home design 


desires 
tell us that 
vating factors which explains 
tions 1s his 
the line of resistance. In 
this means all of us are 
alone is 


mot 
man’s a 
to follow 
layman's language 
basically lazy. This fact 
responsible for the popularity of virtually 
every labor-saving home appliance on the market 

How can an understanding of thi 
be used to sell houses? 


the basi 
many of 
underlying but constant desire 


least 


Psychologist one of 


human motive 


It’s very simple: Just show how your home is go 
ing to work for the buyer. Your promotional litera 


ture, advertising, salesmen and point-of-purchass 


igns must stress every labor-saving gadget and fea 
ture of the house 

But don’t point up the fact that these modern de 
Madame Housewife to loll 
around chewing bonbons all day while her dishes are 
being washed and her garbage ground, or that the 
head of the household can play golf instead of put 
ting up or taking down storms and screens. None of 
us likes to admit, even to ourselves, that we are lazy 

Emphasize that the built-in appliances and design 
improvements help Mama become a more efficient 
housewife and mother and help Dad keep his house 
right up to par without becoming a combination coal 
heaver and stevedore 

The desire for another psychological 
urge builders and home salesmen should take ad 
vantage of. Hundreds of thousands of Americans, for 


vices are going to allow 


security 1 
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Using Psych olog y 


To Sell More Homes 


By D. E. MUNRO 
Sales Manager 
Edward Rose and Sons 
Detroit, Michigan 





derstanding some basic principles of psychology 
will help you offer what your buyers want to buy. 





Iti 
these people that they are collecting rent 
receipts when they could be buying security for then 
old age by purchasing their own home 


example are living ith rented quartet! 


up fou 
to show 


The same urge can be put to use by showing the 
early 40 
20-year-old home that by 
ment age hi 


old 


able to give it away 


fellow in his 30's or who owns a 15- o1 


the time he reaches retire 
house is going to be about a half-century 
so out of date he'll be lucky to be 

when he 


chicken farm or orange grove 


and probably 
decide lo move to a 
The powel! ol lo climb on 
the bandwagon, can be exploited effectively in real 


uggestion, O1 the urge 


estate sale 


Invest in a Polaroid camera and snap a 
picture right on the spot of a buyer and his family 
in the home they have just bought. Post the photo 
on the bulletin board in your sales office. Prospect 


then will automatically think If all these 


people are happy with the deal they got 


) 


miling 
here. how 
can | yo wrong 

Be sure nationally 


every advertised product in 


your house ts called to the pros pect Srand 
the 


ee these prod 


attention 


names are synonymous with top quality in 


minds of most people, and when they 


ucts in your home, they will be likely to have a great 
deal of faith in its construction and the integrity of 
the builder and sales agency 


No sales effort. even with fullest use of these psy 
chological factors, can be successful unless the sale 
man at the point of purchase is himself sold on the 


firm he represents, the home he i 


Irying to move 


and on real estate sales as a careet! 


Phrough frequent ales 


make ure 
all of our salesmen are fully informed on company 
policies and developments as well as community 
civil which might affect the sales picture 
[he salesmen are chosen through psychological sale 
analysis tes They in the 
mentals of good sometime 
by sale ometimes by 
professor from a nearby university 

In this era, a greater sales effort 
of psychology as 


meeting we 


and 
change 


are 


given course funda 


ale manship conducted 


consultants and a psycholog 
utilizing all facet 


well a elling aid 


and tech 
and brokers to 


ound and progre ive up 


other 


niques, must be put forth by builder 
keep the sales 


vard trend 


graph ona 
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How Does Your City Compare? 


Fifty top home building areas in 1954 produced 
an average of 16 new dwelling units for every 
1,000 people, with San Jose, California the nation’s 


a statistical picture of 
in home building in 1954 
accounted for 738.900 housing unit 
or 60% of all the houses built 
[here are many ways of looking at these figures 
although leading the nation with 
104,100 units last year, Los Angeles ranked 
ninth in terms of number of new units per 1.001 
population, San Jose, California, which ranks 59th 
in population but whose 11,500 new units made her 
[8th in total new dwelling units. was the hottest 
home building area last year with 43.6 new units 
per 1,000 population. The average number of new 
units per 1,000 population in the 50 metropolitan 
162 
ixth in population, was twentieth in num 
ber of new units and fiftieth in number of new unit 
per 1,000 population with 4.5. This extremely low 
production of homes is three units below the national 
average of 7.5 during 1954 


| ERE is a summary 
the 50 leading area 
I hese 


last year 


1) cite 


kor example 
new 


weas was 


Boston 


Number One hot spot. Los Angeles led with 
104,000 new units, and these 50 areas accounted 
for 60% of all starts last year. 


The biggest cities, of course, produced the greatest 
number of new houses, but many 
engaged in intensive construction 
Cleveland, for example, ranking eleventh in_ bot 
population and in total number of new dwelling 
units. has more than six many people a 
Wichita. Kansas. but slightly than 


twice as many home 


smaller areas were 


more activil' 


times as 
built only more 
Another striking example might compare the Ne 
York metropolitan area, with its 12,800,000 popula 
tion, with San Bernardino, which had a population 
of 280.000 in 1950. New York is more than 42 time 
than San Bernardino, California. yet built 
nine times the number of new dv gy unit 


larger 
only 
The number of new dwelling units per 1,000 popu 
lation is an interesting approach to the home build 
ing picture. Over a period of 46 years from 1910 
through 1955 the housing 


national average of 


Please turn to page 14 





Fifty Leading Areas in Home Building in 1954” 
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Glide-All Sliding Doors large 
floor-to-ceiling wall-to-wall wardrobes 
Home bu 


with cost-saving construction 


Hyland Builders, Chicage 
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Re Glide-Al 
lividera for more flexible living as in 
Tract Homes 
Beverly Hilla, Calif 


he Trudy Richard 
W eiaa Conatructior Co 
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For More Spacious Living 


MH Glide-All Doors provide better living facilities in 
today’s construction. More and more architects and 
builders are discovering that Glide-All Doors are the low- 
cost way of giving home owners plenty of easy-to-use 
storage space. Their modern simple design eliminates con- 
struction time and costs. They make extra storage space 
where it’s needed most wall-to-wall floor-to-ceiling 
wardrobes, full height hallway closets, entranceway guest 
closets, and in many “‘waste space’’ areas. Smooth-rolling, 
trouble-free Glide-All Doors make ideal room dividers. 


Glide-All Doors are engineered trouble-free and are quality 
built. They are ready to install in 8’ and 6’8" heights in a 
variety of standard widths, flush or recessed panel types. 
Write today for specifications and full details. 


For information write Plant nearest you 


GLIDE-ALL DOORS ARE A PRODUCT OF 
WoobDa.t [NoustRieEs |NC. 


DETROIT 34, MICHIGAN 

















Glide-All Doors are available from distributors throughout the United States and Canada 


1614 Oakton &., Skokie, tilinels 
OL MONTE, Californie, 60 
PRAMELIN, Ormco 
LAUREL, Mississipp!, PO Bor 673 

MEW YORK, Gien Cove Road, Mineola, NY 
SAM PRANCISCO, '970 Carroll Avenve 


CHICAGO, 












Glide-All 


daytime playroom into we parate 


panela turn a big 
bedrooma, spacious wardrobes 
have Glide-All fronta, Trudy 
Richards Tract Homes built by 
Weise Conatruction Co 
Keverly Hilla, Calif 


West Volley Bivd 


APPLICATION 


~~ 
with 


PLYSCORD 


INTERIOR TYPE 


SAVE up to 50%.0n application costs using 
time-tested PLYSCORD sheathing. Walls sheathed 
with PLYSCORD are up to twice as strong. On roof 
decking. PLYSCORD won't shrink or swell: the finish 
roofing won't be damaged by buckling. PLYSCORD 

ubfloors provide a smoath, level working platform 
firm, cup-free, squeak-free. Remember: PLYSCORD! 


res 
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Office Procedure 


Continued from page 


interesting offering and then fail 
to do so. It breaks confidence. Your 
prospect feels you are not to be 
trusted. Jot iton your daily “must 
list and follow through on it 

Salesmen cannot ell without 
daily showings. They should aver 
age two to three daily Peopli 
want to be shown. Never send 
them to look on their own as a 
peddler or a huckster does. If you 
do, they will find something else 
on the same street and buy direct 
ly or from another broker. They 
should, because you invited them 
to do so when you did not ge 
along 

Answer a letter the day it a 
rives to show your manners are 
good that you are reliable and 
grateful, It builds confidence and 
good will. Confine your reply to 
one page Use the salutation “Good 
Morning. Mh Jone oO! (;00d 


Afternoon, Mr. Jones,” not a trite 
Dear Su Close “Cordially 
yours” unle you prefer to lack 


cordiality 

Never drive a high priced car 
to impress clients or customers. It 
doesn t. Too many other who 
impress no one) are doing it. Keep 
your car clean; otherwise custom 
ers will wonder if you are 

Devote 30 minutes every day to 
phoning your buyers of last year 
the year before, and the year be 
fore that to see how what you sold 
them is serving. You may get some 
new listings or good prospects, and 
you have cemented more perma 
nently the friendship and future 
patronage of buyers 

Finally. try at night to recall 
what you did that day. How did 
you spend your valuable capital 

time? If you squandered it 
frame mght then how you will 
pend your time tomorrow, and 
make better use of it. This is the 
best way to plan your day and 
work your plan 


Tax Facts 


f_ontiu ed 


page 


dence is not deductible 

Any gain is not ordinary in 
come but is a capital gain, and | 
ubject to pe ial provision and 
rate 

Depre iation is not allowable in 
tase of a taxpayel residence and 
the base should 
be made for depreciation 


no adjustment t 


Does “principal residences in 
clude a house-trailer or a house 
boat? Ye It also include the 
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stock a tenant-stockholder may 
hold in a cooperative housing cor 
poration 

Does rental property qualify as 
a “residence?” No. But where 
property is partly rented and part 
ly occupied as a residence an allo 
cation is made and nonrecognition 
rules applied only to that allo 
cated as residence of the taxpayer! 

Suppose a taxpayer buys a new 
home and temporarily rents it out 
while in the process of selling and 
vacating the old one. It will still 
qualify as his principal residence 

What happens where a taxpay 
er buys a new home and then sells 
it (the new home) before the old 
one is disposed of? Nothing; the 
nonrecognition rules do not apply 
and full gain or loss should be ac 
counted for 

If a taxpayer buys more than 
one new residence within the time 
allowed, only 


IT’S NOT 
> THE SAME 
WITHOUT THE ~ 
NAME / INSIST 
ON THIS 
GRADE 
TRADEMARK 


the last one is con 
sidered for these purposes 


GENUINE i 
DOUGLAS FIR PLYWOOD 


PLYSCORD 


GRADE C-D 


The Law Says! 
(Continued from page 15) 


I don’t want to sell that lot.’’ The 
broker said, ““Why, you authorized 
it.” The owner said, “I didn’t do 
anything of the kind. I said ‘shoot’ 

that means get out. Don’t you 
understand English? 

I think the owner is liable for a 
commission. In oral contracts lang 
uage 1s interpreted in the sense in 
which the party who used the 
words in question should reason 
ably have apprehended that the 
other party would understand 
them. It me that the 
owner should reasonably have ap 
prehended that the broker would 
understand “shoot” to mean go 
ahead and get a contract signed 


INTERIOR TYPE 


SHEATHING 


seems to 


m THIS distinctive PLYSCORD 


tamp or eal: Dat 





identifies genuine DFPA fir plywood sheathing 


quality-tested by DFPA to protect the buyer and 


REALTORS AID 
mm € Over 1600 help- 


ful tips on clas- 
| sified ad writing. 


assure performance. Write for new PLYSCORD 


calculator handy slide rule giving recommended 


nailing procedures, thicknesses, et 





Headings, lead- 
lines, descrip- 
tive phrases, 
opening and 
| closing lines. 











Many descriptive adjectives and 
synonyms for writing advertising 


copy. 
Please send ch 
request to be b 


eck for $2.50 or 
illed C.0.D. 


To: WM. H. McKAY 
14417 Benefit St. 
Sherman Oaks, California 
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A place for everything — everything in place with 


9x 12 
dr. Size 


Deal Saver” 
ea aver 


FILE 
ENVELOPES 


FOR REALTORS 


For legal files 
10 x 15 
Sr. Size 





@ Progress of deal instantly visible 
@ No hunting for mislaid papers 


®@ Nothing omitted 


nothing neglected 


@ Printed check list covers every item 


USED BY REALTORS IN 








_- 


Special introductory Offer 


(Initial order only) 
EITHER 
2 SIZE $2 
Postpaid Anywhere 
Suwtisluction or Money 
ack Guaranteed 
ou any quantity 








48 STATES AND CANADA 





“Deal Severs” make my 
work easy! 


LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 


Ship us 25 
Check for $ 


Ship us ‘Deal Saver, Jr."' at 9 cents each | ry al 
~ T) 4 ony 
Ship us Deal Saver, Sr at 10 cents each \ please 


Name 


Anon nss . 


size at $2.00 (introductory offer 
enclosed (No C.O.D.'s Please) 


postpaid) 
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Housing Starts 


(Conti Ww 


if d from page 


larts per 1.000 population has been 4.53 

This figure has ranged from a 1933 depression 
low of .7 to a 1950 high of 9.1. These national aver 
ages give an indication of the intensity of construc 
tion in certain me tropolitan areas. San Jose, for ex 
ample, built homes in 1954 at a rate almost five time 
greater than the national average in the 1950 record 
year 

The number of housing starts per 1,000 population 
gives a much better picture of the home building rate 
during the 1920's, as compared with the boom of the 
past few years. Comparing the period 1922-1928 with 
the 1949-1955 period, the earlier period had a seven 
year average of 7.2, while the present 
only 7.4 per 1,000 population 

To compare the peak years of each of these boom 
periods is equally revealing. The nation’s population 
in 1950 was 153 million, or more than 37 million 
greater than the population in 1925. The population 
in 1950 was 32% greater than in 1925; the number 
of housing starts was only 25.7% greater. 1950 pro 
duced only one more housing start per 1,000 popu 
lation than did 1925 
4.1 in 1925 


seven-yeal 
average 1s 


9.1 in 1950 as compared with 


Product Progress 
(Continued from page 16 
ment Expansion,” $3 
“Water for Industry, A Review of Water Resource 
Affecting Industrial Location,” $5 
“Planned Industrial Districts, Their Organization 
and Development,” $5 
Shopping Centers, Principles and Policies,” $6 
“The Community and Industrial Development,” $2 
“Conservation and Rehabilitation of Major Shop 
ping Districts,” by Richard L,. Nelson and Frederick 
T. Aschman, $5 
Space for Industry, An Analysis of Site and Loca 
tion Requirements,” by Dorothy A. Muncy, $5 
“Shopping Habits and Travel Patterns,” $3 
“Redevelopment for Industrial Use,” $3 


“Crowded Streets A Symposium on Public 
Transportation,” $4 
New Steel Pocket Frame vated 


A new steel pocket frame 
set for sliding door instal 
lations has been announ 
ed by Lawrence Brothers 
Inc., Sterling, Illinois 

The pocket frame set is a 
completely packaged unit 
consisting of steel header 
and split jamb members. 
including extruded alumi 
num track, two-wheel Ny 
lon hangers, flush and edge 
pulls, bottom door guide 
and all 
and bolts 

The set is designed for 
doors weighing up to 80 
wunds and six feet six 
inches to six feet eight inches in height and is easily 
installed by one man. It eliminates warping and jam 
ming in sliding door pocket installations, according to 
the manufacturer. 


necessary screws 
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Western House — In typical western style, this 
house uses the entire lot as a living area, which 


accessible from most rooms through sliding 


areas, combined carport-garage-storage room, is- 
land kitchen. 
Pilot house by Price & Stern, San Francisco. 













Other features of note are large glass 


Architect: Donn Emmons, AIA. 





for maximum sales appeal. 
Carty. Pilot house by M. Bartling, Knoxville 


Southern House — Here the utility island has 
the 
room trusses on its masonry walls. This permits 


added job of supporting the cantilevered 


use of curtain walls at the perimeter, wide over 
hangs and roofed terraces near activity rooms 
Architect: Bruce Mc 





These Houses 


are Living-Conditioned« 


\ JHAT makes a house salable? 
Is there any one set of cri 
teria with which to measure the 
salability of a house? The editors 
of Living for Young Homemak 
ers magazine use what they call 
‘living conditioning” to measure 
the livability of a house. And for 
the real estate executive who mer 
chandises new houses, livability is 
synonymous with salability 
Living conditioning is made up 
of six subordinate types of condi 
tioning: space, sight, sound, safe- 
ty, climate and color. Each factor 
must be considered individually 
and in relation to all the others 
in designing living conditioned 
houses. The four houses shown 
here are living conditioned. They 
were designed by four architects, 
each from a different geographic 
region. Each architect designed 
one house for his area. The project 


*A term coined by Living for Young Home- 
makers magazine. 


NATIONAL REAL Estate 
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was sponsored by the Hotpoint 

Company for its fiftieth anniver 

sary promotion 
Here are some of the major fea 

tures which resulted from the liv 

ing conditioning design criteria 

@ Every house has a family room 

an essential to living condi 

tioning 

@ In every house the family room 
is completely visible from the 
kitchen something mothers 
appreciate 

@ Every house has an outdoor 
play area. 

@ Fach house has at least 
and a half. 

@ Three houses are arranged 
around a central utility core 

@ Activity areas are separated 
from sle2ping areas 

@ Space is arranged for best sound 
and lighting control. 

@ All houses have contemporary 

not extremely modernistic 

styling 


bath 
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Midwestern House An island utility core of 
fers plumbing economy and much needed sepa 
ration of activity and sleeping areas, A large 
skylight und fans take care of ventilation and 
lighting. Low fireplace permits a visual sweep 
Architect: N. C. Nagle, AIA. Pilot house by 


Towne Development Company, Mt Prospect, Il 


Eastern House Activity areas are on one 
level, separated from the quiet bedroom areas 
on the top level. A weather-protected terrace, 


«xreened from the street by a storage room, 
opens off the family room. The tritevel design 
reflects castern demand. Architect: 8. Reese, Pilot 


house by Harold Cramer, Clifton, New Jersey 
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bps well-known Denver real 
estate companies, Van Schaack 
and Company and the A. D. Wil 
on Company, have merged, bring 
ing together two of the city’s larg 
est downtown realty offices. Both 
maintain complet 
ment, mortgage 

ance departments 


sales, manage 
loan and insur 
and it is con 
templated that all departments 
will be consolidated Sack 
Realty Company of Chicago re- 
cently completed a trade of three 
deluxe, elevator-type apartments 
involving a total consideration of 
$2,270,000 (including the re-sale of 
the two smaller buildings in the 
transaction), Real estate ana 


lyst Roy Wenzlick of St. Louis ad 
dressed the annual sales meeting 
of the Pease Homes Division of 


Pease Woodwork Company in Cin 
cinnati, Wenzlick said there might 
be a slight readjustment in the 
next few years, but he sees no pos 
sibility of a substantial or sustain 
ed fall-off in building. ... Neal J. 
Hardy, director of NAHB's Na 
tional Housing Center reports con 
siderable interest in the products 


on display at the Center: A new 


type vacuum cleaner, with a 60-foot 
hose that ejects and retracts me 
chanically; baseboard strip wiring 


with outlets clamping into the 
strip at any position; wood veneer 
that is laid directly over rubbe 
base mastic applied to concrete 


floors; an air-source heat pump 
and a flooring material that com 
bines foam rubber, carpeting and 
a hardboard underlay 
ucts on display are rotated ever 
three months . Allen and Rocks 
Company, Washington, D.C. build- 
er of American Houses, topped the 
“Homes of °55” competition by 
selling over 100 houses in less than 
four wecks. Some 64 builders were 
represented in the competition. . . 

The October Urban Land bulletin 
contains an article titled “Wanted 
Sites for Industries,” by Robert B 
Garrabrant, secretary of ULI’s In 
dustrial Council. The article pre 
sents the outlook for industrial ex 
pansion, and names the major fa 

tors that will affect it. There is an 
other article on the smog problem 
in Los Angeles, and a “Planitorial” 
summarizing some of the informa 
tion presented to the Community 


New prod 





CLASSIFIE 





D SECTION 





AAA.1 rated Jr. Dept. Store Chain will lease or 
buy 75-ft. frontage and up in 90 to 100% area in 
12,000 to 125,000 anywhere. Brokers’ co 
Mitchell, 276 - 5th Ave 


cities 


operation invited. Edw 


N. ¥. C, 


IN STOCK 


© full line of ready 
mode signs ter the 
SEAL ESTATE AGENT 





Send fer Price List 


RICHMOND SIGN COMPANY 


OIVISION OF ENAMEL PRINTERS INCORPORATEO 
222 SOUTH FIFTH STREET 
RICHMOND 19, VIRGINIA 





Baked Enamel on 30 Gauge Metal 
Write for FREE SAMPLE, Illustrated 
iterature and Prices 


LANCELOT STUDIOS 








100 SEVENTH ST., PITTSBURGH 22, PA. 





— Training ov. 


FUTURE REAL ESTATE 
Brokers, Appraisers, Managers 
Investigate our Home Study and Re 
courses in Real Estate. Includes all phases o 
the business. Send for bie FREE CATALOG 
today. No obligation Approved for World 
War IT and Korean Veterans 


lentia 





WEAVER SCHOOL OF REAL ESTATE 


(Est. 1936) 
2020N Grand Avenue Kansas City, Mo. 
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Rear 


Zuilders’ Council on the North 
land shopping center in Detroit 
National Homes, the largest 


prefabricator of houses, announced 
nine months’ production this year 
of 17,066 units, an 18% 
over the same period last year 

Arthur Rubloff of Chicago has de- 
veloped a plan for construction of 
the first cooperative office building 
in the country—a six-story building 
of modern design, having 627,700 
square feet of floor space and fully 
air conditioned. The University of 
Chicago bought the land and will 
net lease the site to the Adams- 
Monroe-Wacker Corporation which 
will erect the building. he 
new Florsheim Shoe Shop in Den 


iIncrcas¢ 


ver has a cornerstone of uranium 

. Charles F. Noyes, dean of New 
York City's office building indus 
try, noted on his return from Eu 
rope recently that foreign capital 
particularly English and Swiss, is 
willing to consider investments in 
New York City 
too far away from Florsheim’s ura 
nium take 
note that the new Scottsdale shop 


sefore we get 


cornerstone, we should 
ping center in Chicago had a ra 
dioactive ribbon cutting at its No 
vember 17 opening. Instead of cut 
ting the ribbon with scissors, a spe 
cially 
grated through the use of nuclear 
power. .. . Realtor Samuel Heke- 
mian of Hackensack, New Jersey, 
offers some suggestions for acquir- 
ing real estate adjacent to existing 
business areas. “The commercial 
investor’s true gold mine, now as 
always,” Hekemian says, is residen- 
tial property near expanding busi- 
ness areas. “The residential section 
of every city grows faster in one 
direction. Find out in which direc- 
tion the houses in your city are 
being built. The shopping area 
should be going that way, too. An 
exclusive industrial area is grow- 
ing in another direction, and this 
offers some good investment. But 
invest no money where the two are 
mixed.” Synthetic 
(wood shaving board made of spe 
cially cut 


treated ribbon was disinte 


lumber 
resin-bonded shavings 
may be the answer to the growing 
shortage of old-growth timbet 

Structural Clay Products 
reports that 33%, of the 
family houses being built today are 


brick 


ovel 


Institute 
single 


homes, an increase of 4°% 
last vear \ booklet, “In 
terstate (Long Distance) Moving of 
Your Household Goods and What 
You Should know About It,” pub 
lished by John H. Gabriel of St 
Louis, contains some advice you 
should pass on to your clients who 


are moving to or trom your cits 
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